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(Left) ew England, Aer 
Lingus has direct fights from 
Dublin to Boston, Mass, 
Burington, Vt, and Portand, 
Maine, a well as New York City 


(Below) Bradey international 
Aiport offers commercial 
international service to 
‘Toronto and Montreal, but 
nothing across an ocean. 


for transatlantic flight 


By Brad Kane 
bane@HartorBusiess.com 





ov. Dannel P. Malloy has set aside $5 million in his proposed 
budgetto subsidize a transatlantic flight out of Bradley Inter- 


Alikely recipient of that funding would be Ireland airline Aer 
Lingus, which the quasi-public Connecticut Airport Authorityhas 5, 
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Sin Taxes 


State lawmakers are considering several proposals 
‘that would increase Connecticut's reliance on 
‘alcohol, tobacco and gambling tx revenues. Find 
cout why itmay not be a goodidea. = PG. 1.0. 





EXECUTIVE PROFILE 


Promoting Ownership 
‘Bums & McDonnell Northeast President and 
‘Manager Brett Williams has found a way to keep his 
‘staff motivated: give them an ownership stake in 
‘suocess and failure. PG.5 


Temp Space 


Office space outsourcing firm Regus i targeting 
Connecticut for expansion. PG.3 


Index 

‘1 Executive Profile: PG. 5 
Week in Review: PG. 6 

The List PG. 32 

1 Movers & Shakers: PG. 14 
‘Nonprofit Profile: PG. 14 
Opinion & Commentary: PG. 36 


‘Subscribe 
online 






Healthier =- 


Partners 
means all our care revolves around you. areas 
Connect to a better healthcare experience with Medical Group 
Hartford HealthCare. We're redefining healthier by 
making great care easier, whether it’s doctors’ appointments 
within 24 hours, advanced new treatments, or health 
centers right in your neighborhood. We’re hundreds of care 


Post-Acute 
Services 
Clinical Laboratory 


providers and more than 18,000 people working together Partners 
with a single vision and focus: connecting you to healthier. Hartford HealthCare 


Learn more at ConnectToHealthier.org. at Home 
nr Hartford HealthCare 


Independence 


5 
Hartford bs ete 


Hartford HealthCare 


HealthCare Rehabilitation 


: Network 
Connect to healthier." 


Hospitals 
Backus Hospital 
Hartford Hospital 


The Hospital of 
Central Connecticut 


MidState Medical 
Center 


Windham Hospital 
Behavioral Health 
Network 

Institute of Living 
Natchaug Hospital 
Rushford 


Senior Services 
Independent and 
Assisted Living 
Skilled Nursing 
Hebrew HealthCare 





2 Harrromo Busness Jounna. © April 6, 2015 ‘www.HartfordBusiness.com 





Regus expands its temp-space model across CT 


By Gregory Seay 
seay@HartfordBusiness.com 


mong the industries where outsourc- 
ing has taken root, the commercial 
office market has had mixed success 
with the concept. 

Landlords and office-support firms whose 
models involve leasing or subletting whole 
chunks of office space daily, weekly, monthly 
or longer to mobile executives, consultants, 
salespeople or firms lacking the cash or com- 
mitment for longer term leases have been 
around for decades, 

‘Two of the biggest players at onetime, HQ 
and Regus, went bankrupt earlier this cen- 
tury, victims of waning office-space demand 
in the wake of the dot-com bubble bust. 

‘Now, Great Britain-based Regus is back 
as the world's leading outsourcer of office 
space and has squarely targeted Connecti- 
cut and the Hartford region for expansion as 
office-space demand, particularly in subur- 
ban Hartford, heats up, a Regus official says. 

“Companies are trying to be more green 
today,” said Maria Paitchel, Regus’ regional 
vice president. “Itallows them to be more pro- 
ductive and closer to where they live.” 

Regus Business Centers have opened in 
two suburban Class A Hartford office build- 
ingsin the past four months, on top of spaces 
in 100 Pearl St. downtown and East Berlin. 
Regus took ownership of the latter two prop- 
erties when it acquired HQ in 2004. Regus.also 
opened a Bridgeport center around Thanks- 
giving, joining its other Fairfield County facil- 
ity inside Stamford's Soundview Plaza. 

In April, Regus will open a fifth Connecti- 
cut facility in Rocky Hill with about 133 dedi- 
cated work spaces at 175 Capital Blvd,,in the 
Corporate Ridge office-industrial complex. 
‘Two more are set to open in New Haven and 
Danbury this summer, Paitchel said. 

“We're growing quickly,” she said. 

Office outsourcing and other “coworking” 
arrangements in which businesses and non- 
profit organizations share space, staff and 
other resources has existed throughout the 
US. for decades. But the trend has gained 
momentum in Connecticut the last seven 
years, since onset of the Great Recession. 

Regus’ business model is fairly straightfor- 
ward, Clients, ormembers, as Regus refers to 
‘them, sign up to use space around the clockin 
any of its 3,000 Business Centers worldwide. 
Usage costs range from $219 to $1,000 per 
month, depending on the location, size and 
type of space and length of time needed. Its 
New York City centers are more expensive 
than its Connecticut spaces, officials say. 





‘Tenants get free coffee and WiFi, plus the 
use of copiers, fax machines and other office 
equipmentand supplies, said Paula Hews, who 
manages Regus’ 15,500-square-foot center cov- 
ering the entire third floor at 360 Bloomfield 
Ave. in Windsor, which opened in December. 

A recent tour of the building that at one 
time was headquarters for former mail- 
advertising distributor Advo Inc. reveals 
space that doesn't appear much different 
from corporate office space —just smaller. 





Upon —__enter- 
ing through glass 
doors, Regus users 
and their guests 
enter the Business 
Center lobby, where 
they are greeted by 
a receptionist/office 
assistant. A long 
table with seating on 
both sides provides 
an open work space, 
including —_ power 
plugins for laptops 
orto recharge mobile devices. 

‘The center's other amenities include meet- 
ing and conference rooms. It also has a vid- 
eoconference/meetingroom equipped witha 
42-inch monitor. Parking at Regus’ suburban 
centers is free. 

The office assistant serves almost like a 
hotel concierge, Hews said, to assist users 
with services such as receipt of regular mail 
or overnight package/document pickup and 
delivery. For an extra fee, the assistant can 











help with some office chores. 

Its client-member listis varied, Hews says. 

“You name it, Most any source of occupa- 
tion,” said Hews, a former realty broker who in 
eight years with Regus has opened centers in 
the U.S. andas faraway as Australia. “We have 
lawyers, consultants, stockbrokers, therapists” 

Regus space also appeals, she said, to 
local and out-of state employers overseeing 
temporary assignments or contract work 
for which a long-term office lease would be 
wasteful and expensive. They can lease for 
however long the space isneeded. Australia’s 
Servcorp also competes with Regus in the 
US. and abroad, 

Regus has carved 80 offices along two, 
long corridors inside the Bloomfield office 
building that also houses offices for Xerox, 
among other corporate tenants. 

Larger suites, some corner spaces with 
sweeping outdoor views, line the third- 
floor perimeter. Several “executive” suites 
have large, dark wood desks, credenzas and 
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© Regus 


informal seating. But most of the officeshave 
justthe office basics —a desk with phone set 
and an ergonomic chair. 

Steve Shea, founder of six-year-old Mag- 
istri Insurance and Financial Services LLC, 
which markets long-term care and life insur- 
ance and annuities, says Regus suits hisneed 
for space to meet with clients outside their 
homes or on the phone. As a yearly member, 
he pays $550.a month for space for he and his 
assistant, plus $170 a month for phone line. 

Shea figures he saves $400 to $500 a month 
overhis previous older, Class B space in Wethers- 
field. Plus,he shaved 10 minutes offhis commute 
from his East Windsor home. 

“We just like the open feel of the place,” 
he said. 

Regus’ advertising is minimal, relying 
mainly on word of mouth. 

“We do alot of advertising through Craig- 
slist,” Hews said. “We do a lot of work with 









Proud of the role your company plays 





local brokers.” 

‘Tapping the office-broker network offers 
two advantages, Regus officials say. One is 
that brokers tend to refer to Regus tenant 
prospects who are too small or whose needs 
are too short term to suit landlords of larger, 
more expensive office space. Regus pays bro- 
kers a referral fee. 

Another is that landlords of buildings where 
Regus centers are housed sometimes benefit 
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Regus’ “Business Center" area often is both work and dining area for some of is clients. Offices, to, are avail 





when a user reaches the point where it needs 
bigger or longer-term quarters for its operations 
and staff. They sometimes wind up as permanent 
tenants in the same building, Paitschel said. 
Connecticut is high on Regus’ list, she 
added. “It's always been a strong market,” 
Paitschel said. “Connecticut has always done 
very well. Also, the reason we're expanding is 
that clients ask fort. Clients have been asking 
foran alternative to downtown Hartford” i 


Tell your story — 
and reach business 
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Brett Williams 


President and manager of 
Northeast operations for 
‘Bums & McDonnell 
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Highest Education: Master's 
degree in construction science, 
University of Oklahoma 
Executive insights: 
‘We ... invest in ideas that 
come from our employees. 


‘We will often take a big, 
audacious idea and tum it into 


a compatitve advantage. 


We encourage everyone to 
think on a large scale. This 
applies to the types of 

projects that we pursue and 
financial success factors.’ 












Colonial Point Church | South Windsor, CT 


PDS Engineering & Construction served as Design- 
Builder for this new worship facility on Chapel Road 
in South Windsor, CT. The church offers recreational 
and meeting opportunities for members of the 
general community. 


PDS has been meeting 


4, Brett Williams, who oversees the Northeast office of Burns & the needs of the 


MeDonnel grew up ona farm near Tghtwat, Mo, where 
‘established the traits that would lead him into construction. 


construction industry 





By John Stearns 
{steams @HartordBusiness com 


hen Kansas City-based Burns & 
W McDonnell landed the $1.1 bil- 

lion Middletown-Norwalk power 
transmission line project in 2004, the com- 
pany tabbed J. Brett Williams to oversee 
it —and he took the ball and ran. 

‘As program manager, Williams com- 
mitted fully to the massive project 
designed to prevent the kind of power out- 
age that darkened the Northeast in August, 
2003. He and his wife sold their Kansas 
City house and moved with their three 
young children to Connecticut. 

“Isaid, ‘If'm gong to do this, we're gong 
tocommit;” Williamsrecalls. “‘Tdon'twant 
to travel back and forth. I want my family 
‘with me. Iwantto raise my kids at night.” 

Williams brought along a handful of 
Burns & McDonnell colleagues. He told 
them they didn'trelocate to build one proj- 
ect; they were there to build a business. To 
do that and to open a regional office, for 
‘which the company had no formal plans, 
they would have to prove themselves on 
Middletown-Norwalk. 

‘The project finished a year ahead of 
schedule and about $90 million under bud- 
get. That led to more business and a North- 
east office in Wallingford. The company 
landed other big Northeast power projects 
that helped it thrive during the recession. 

‘That take-charge, take-ownership 
attitude seems to define the management, 
style of Williams, 48, who has overseen 
about $10 billion worth of infrastructure 
projects for the design-build corporation. 
He joined Burns & McDonnell 15 years 
ago after stints over 10 years with Halli- 
burton Co. in Dallasand Butler Construc- 
tion in Hong Kong and Kansas City. 

Today, the Northeast office Williams 
oversees as president and manager has 
about 260 fulltime employee-owners. 
Altogether, Burns & McDonnell has more 
than 5,000 employees. The company this 
yearranked No. 15 onthe Forbes 100 Best 
Companies to Work For List. 

While power transmission and distri- 
bution projectsare among the local office's 
forte, otherspecialties include commercial 


Williams demands 
employee ownership 





and government aviation facilities, large- 
scale manufacturing and pharmaceutical 
projects, and food-processing facilities. 

“My styleisprobably the sameas others 
{in our company, in that I very much want 
to promote ownership? Williams says. *.. 
Every one of us... is a stockholder in the 
‘company. My style is to make everybody in 
this office a manager. You've gottomanage 
something. ... I want them to be respon- 
sible, to be an owner and treat this like it's 
their own company and with that, we pay 
them back... abonus every yearin stock” 

‘Ownership describes the company cul- 
ture, he says. 

“You own your clients, you own the 
‘company, you own your future, you own 
whatever outcome you're getting out of 
whatever you're working on,”he says. “We 
don’t pass the buck, we keep our people 
held completely responsible for whatever 
they're working on and that's the way we 
want it and that's the way they wantit” 

Lorraine Eckenroth, who worksin take- 
holder management services, says Williams 
impressedher when she joined 10 years ago, 
roughly the office's 15th employee. 

Asbusiness grew, “Brett thought noth- 
ing of making himself available to you 
at all times, was part of the team, never 
made you feel like you were not integral 
in what needed to be done here,” she says. 

Eckenroth praises Williams’ commit- 
ment, leadership and vision. 

‘The company’s asset is its people, Wil- 
liams says. As a manager, he tries to be laid- 
back and maintain a good sense of humor 
amid the intensity of managing big-ticket, 
complex projects — and he doesn't want 
peopleto fearmistakes, butlearn fromthem. 

Growing up on a farm near Tightwad, 
Mo,, laid the do-it-yourself foundation for 
his future work. 

That hands-on approach continues, 
whether improving a 1988 Mercedes 
(G-Wagen for use at his family's Maine get- 
awayhome, or working onhis 1969 Camaro. 

It's therapeutic, he says. 

“To keep myself grounded and make 
sure I don't forget who Iam, I change my 
ownoil, Imowmy own grass, Itry to work 
‘on my own cars when I can; it makes me 
feel good,” he says. . 
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CONSTRUCTION, INC. 


107 Old Windsor Road, Bloomfield, CT 06002 
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since 1965. Our 
dedicated team of 
design and construction 
professionals welcomes 
the challenge of serving 
its past and future 
customers on their most 
demanding projects. 


How to Compete ina 
Man’s World - and Win! 


Susan Powers 


Partner & Certified Trainer 
Sandler Training/Peak Sales Performance 





‘Some industries are male dominated — think 
banking, insurance, technology and manufacturing 
In the “old days,” as we often hear, women had 
‘supporting roles in these types of businesses but 
never management or leadership positions. So 

how have certain women achieved success in the “old boys club" businesses? 


1. Confidence sells, it also is the #1 trait of all leaders. They not only believe 
in their mission or vision — they believe in themselves. 


2. Determination will get you farther than skill. Most people give up when the 
getting gets tough — those that succeed see the mountains that block the path 
of most as simple bumps in the road. They walk on by and don't look back. 


3. Focus. Women that have o-suite level positions are completely focused on 
the game. Not that mishaps don't occur or distractions don't get in the way - 
but they bounce back quickly and re-focus immediately. Eye on the prize! 


4. Power of Failure. Women that have won against all odds have a bit of scar 
tissue — they know the feeling of failure and aren't afraid of failing again. They 
are risk takers — and it goes back to #1, #2 & #3. 


5. They aren't easily intimidated — by men or women. Because they are 
confident, determined, focused and aren't afraid of failure. The combination is 


a recipe for success, 


4 
Sandler 
Training 


Peak Sales Performance, LLC 
2 Bridgewater Road, Suite 105 Farmington, CT 06032 


For more information about Sandler Training/Peak Sales 
Performance contact Susan Powers, Partner & Certified Trainer 
— Susan.Powers@sandler.com or call (203) 264-1197, 
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BY THE NUMBERS 


3,596,677 


Connecticut's population in 
July 2014, down by 2,664, or 
(0.4 percent, from July 2013. 


$25M 


‘The amount Travelers is 
spending to fix up its Main 
Street plaza and garage in 
Hartford. 


10.6 


‘The percentage of Connecticut's 
population that is divorced. 


$900,000 


‘The budget shortfall Middlesex 
‘Community College faces, which 
could force the school to close its 
Meriden satelite campus. 


$0 


‘The amount of taxes Connecticut 
residents will now pay for over- 

the-counter medications, thanks 
to. anew law now in effect. 
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Te currenty defunetBackoNetworkis facing more legal ssues, 
TOP STORY 


Bristol investors sue Back9 


Athusband and wife have filed suit against Hartford's BackSNetwork, alleg- 
ing that the company was dishonest and unethical in selling them securities. 

Wiliam and Janet Ghio, of Bristol, made four investments in Back be- 
‘tween late 2012 and late 2014. They allege that the company's officers and 
representatives did not disclose until after the fourth investment that Back9 
was paying DirecTV “millions of dollars” to cary its golf lifestyle program- 
ming. Company officers also allegedly told the couple in December that re- 
ports of layoffs in the news were untruthful and that the company was not 
‘about to go out of business — which it did in February. 

That knowledge would have been material to the couple's investment 
decisions, the suit says. 

‘The suit claims Back9 President Carlos Silva, Chief Operating Officer J. Reid 
Gorman, then CEO James Bosworth and Executive Vice President of Investor 
Relations Paul Pendergast were involved in the solicitation of the Ghios. 

The Ghios hold 62,500 shares of series B preferred stock. Their Decem- 
ber investment totaled $360,000. The value of their previous investments 
are not included in the complaint, which was served on March 17, and ap- 
peared on the state superior court's website. 

‘The suit asks for the cancellation of the investment, damages, interest, 
legal fees and other relief. 

Back9 released the following statement on the sult: 

“Despite obstacles such as an unsubstantiated investor lawsuit, the current 
‘management team of Back9Network will continue devoting 100 percent of 
its efforts, without pay, to pursuing the best deal possible forall ofits valued 
investors. Its regrettable that Mr. & Mrs, Ghio have taken this action against 
Back@Network and certain current and past employees of the Company. Just 
like every acoredited investor in BackSNetwork, The Ghio's were informed 
both verbally and in writing ofthe inherent risk of their investment, and they 
signed investment agreements to that effect regardless of such warnings. The 
Ghio's frequently attended Company events since their initial investment in 
2012 and closely watched the business grow over the years. As recently as 
late 2014, the Ghio's requested that a family member be given an internship 
at the Company based upon their investment history, which was agreed to.” 


CT bioscience fund awards 
$955K to UConn, Yale researchers 


The Connecticut Bioscience Innovation Fund has awarded grants to two re- 
searchers studying a test for multiple sclerosis and a treatment for cancer, of- 
ficials announced. 

UConn Health Center's Dr. Robert Clark will receive nearly $455,000 to further 
develop a blood-based test to diagnose multiple sclerosis. There is no single 
test on the market that can make a definite diagnosis, according to Connecticut 
Innovations, which manages the state-backed fund. 

‘Meanwhile, Yale University’s Wu Dianging has been awarded $500,000 to 
continue development of a target, antibody treatment for colorectal cancer — 
the third most common type of cancer in the developed world. 

The CBIF has now awarded nearly $5 million since launching in early 2014. 


CONSTRUCTION & ENGINEERING 
Al hires ex-ConnDOT chief Byrnes 


Former state transportation commissioner James F. Bymes Jr. has joined the 
Middletown engineering-services firm whose owner wants to erect a headquar- 
‘ers-apartment building in downtown Hartford. 

Bymes is senior director for business development and corporate strategy at Al 
Engineers Inc. Al founder Abul islam proposes a high-rise office-apartment build 
ing on the former Broadcast House site on the norther edge of Constitution Plaza. 

‘Bymes, 68, has spent more than 40 years in engineering/transportation, rising 
‘from a Connecticut Department of Transportation engineer to deputy commis- 
sioner then, from 2002 to his retirement in April 2004, as the agency's head, 


Transportation panel to seek revenue sources 


Gov. DannelP.Malloysaidhehasappointedanine-memberpaneltorecommend 
‘waysforthestatetofinancehis30-year, 1 00billontransportationplanforthestate. 
‘The Transportation Finance Panel will begin its work this month and is expected 
to issue recommendations by late summer. Members inoludes: 

+ 02 Griebel: President and CEO of the MetroHartford Alliance. 

‘* Bert Hunter: Chief investment officer of the Connecticut Green Bank, which 

provides incentives and financing for energy efficiency projects. 

‘+ Joan Carty: President and CEO of the Stamford-based Housing Develop- 
ment Fund, which provides homeowner and developer loans and services. 

‘* Emil Frankel: Former commissioner of the state's Department of Transpor- 
tation (1991-1995) and former assistant secretary for transportation policy 
at the U.S. Department of Transportation (2002-2005). 

‘* Paul Timpaneli President and CEO ofthe Bridgeport Regional Business Council 

‘© Stanley Mickus: Marketing and public affairs for New London's Cr 
‘Sound Ferry Services 

‘* Cameron Staples (chair): President and CEO of the New England Associa- 
tion of Schools and Colleges and former state representative. 

‘* Beth Osborne: Senior policy advisor for national advocacy organization 
‘Transportation for America and former acting assistant secretary for trans- 
portation policy at the U.S. Department of Transportation. 

‘* William Bonvilian: Director of the Massachusetts Institute of Technology's 
Washington, D.C. office 





HEALTH CARE & INSURANCE 


UnitedHealth to acquire 
benefits manager for $12.7B 


UnitedHealth Group, which has major insurance operations in downtown 
Hartford, said it has agreed to acquire pharmacy benefits manager Catamaran 
Corp. for approximately $12.7 billion. 

Catamaran would merge with UnitedHealth's pharmacy care services busi- 
ness, OptumRx, the companies said. 

The combined companies would “create a dynamic competitor in the PBM 
market by combining the strengths of Catamaran's industry-leading technology 
platform with the data and analytics capabilities of Optum,” UnitedHealth said. 

UnitedHealth has offered $61.50 per share in cash, and says the deal would 
add 30 cents per share in 2016 net income. 

Incorporated in Canada and headquartered in linois, Catamaran offers phar- 
macy benefit management and healthcare IT to managed care organizations, 
‘employer groups, unions, plan administrators, government entities and others. It 
expects to fill more than 400 milion prescriptions this year for 35 million custom- 
ers, Meanwhile, Optum claims approximately 600 million annual prescriptions. 


GOVERNMENT & POLITICS 


Malloy unveils $13M in rescissions 


For the third time since November, Gov. Dannel P. Malloy has announced 
rescissions to the current fiscal year's budget. 

The state entities hit hardest by the $13 milion in cuts announced last week 
are The Office of Early Childhood ($5.8 million), UConn and UConn Health ($3 
milion) and the Board of Regents for Higher Education ($1.5 milion). 

The cuts closely follow steep increases in budget-deficit projects this month 
‘from both the Office of Policy Management and the Office of Fiscal Analy- 
sis. Comptroller Kevin recently projected the deficit somewhere in the middle of 
OPM and OFA, at $172.8 milion. 

Lembo warned that the projection is just shy of 1 percent of total appropria- 
tions, which means i's nearly at the threshold requiring deficit mitigation. 

He recommended that Malloy and the legistature start a deficit-mitigation 
plan immediately. 

OPM Secretary Benjamin Bames released a statement indicating that such plan- 
ring would come during budget negotiations at the end ofthe legislative session, 
Bames noted that Lembo's calculations dorst account for last week’s rescissions. 

The state also made $31.5 million and $5.5 million in cuts in January and 
November, respectively. 

‘The OFA determined that the January round of rescissions only cut the defi- 
cit by $20.2 milion because of projected lapses in state agency accounts. 


Malloy promotes DMHAS deputy 


Gov. Dannel P. Malloy has nominated Miriam E. Delphin-Rittmon as commis- 
sioner of the Department of Mental Health and Addiction Services. 

Delphin-Rittmon is deputy commissioner and has been serving as acting commis- 
sioner since Patricia Rehmer departed last month to take a job with Hartford Healthcare, 

Delphin-Rittmon completed a two-year White House appointment last year as se- 
nor advisor to the administrator of the U.S. Department of Health and Human Services. 

She has also worked as an assistant professor at Yale School of Medicine's 
psychiatry department, where she completed her postdoctoral fellowship after 
earning a doctorate in psychology from Purdue University. 
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Jackson Laboratory received $12 milion n Energize Connecticut incentives 
to cary out $24 milion in efficiency improvements at its Farmington cam- 
us. The projec is expected toyed $620,000 in annual energy savings. 


ENERGY & UTILITIES 


Energize CT saved customers 
$81M in 2014 


More than 990,000 Connecticut businesses, municipalities, 
and residents used the various Energize Connecticut programs 
in 2014, saving a total of $81 milion in energy costs forthe year. 

Energize Connecticut isan initiative of the Connecticut Energy 
Efficiency Board, which receives the majority of its funding from a 
charge on ratepayers’ utility bills. The programs are administered 
by the state's utilities like Eversource Energy, United lluminating, 
Connecticut Natural Gas, and Southern Connecticut Gas. 

Through participation in programs like Home Energy Solutions 
and Small Business Energy Advantage, businesses and residents 
saved 387.8 milion kilowatt hours of electricity, 6.3 milion ccf of 
natural gas, and 2.1 million gallons of fuel oil and propane. 

The measures saved $81 million last year and will total $978.3 
milion in savings over their lifetime. 





MANUFACTURING 
STR’s 40 loss climbs 


Enfield's STR Holdings said its fourth-quarter loss increased 
‘more than three-fold, largely due to its income tax bil 

The solar-encapsulant maker booked a net loss of $13.4 mil- 
lion, or $1.38 per diluted share, up from a net loss of $3.7 milion, 
or 26 cents, in the fourth quarter of 2013. 

The loss came despite an increase in net sales, which grew 
over the year from $6.7 milion to $9.2 million — the result of 
gaining more Chinese customers, STR said. 

For the full year, STR lost $23.6 millon, or $2.16 per diluted 
share, compared to a 2013 loss of $18.3 million, or $1.32 per 
share. 

‘STR said it has signed a supply agreement with an affiliate of 
Zhenfa New Energy, which acquired a majority stake in STR in 
December for $21.7 milion. 

Under the agreement, STR will sell 500 megawatts of encap- 
sulants annually to Zhangjiagang Huhui Segpv Co. Ltd. Orders 
are expected to begin in the second quarter. 


EMPLOYMENT & LABOR 
JobsforHartford.com goes live 


The city of Hartford has launched an online database of munici- 
pal job openings available to city residents to ensure the city and 
its partners comply with hiring and community-benefits pacts. 

The website connects residents with city jobs. 

ttalso is being used to develop a database of residents who 
are looking for work. 

‘The database will be shared with contractors on public and 
private development projects in Hartford, as well as other po- 
tential employers. 

Residents of any profession, trade or skilset are encouraged to 
register on the website. 


Where do 
small businesses 
get insurance? 


housands of Connecticut 
small businesses have 
chosen CBIA Health 


insurance benefits — from medical 
and dental to life, disability, and 
vision options. And it's got builtin 


Connections. If you haven't, it’s 
the perfect time to check us out. 


Your insurance solution. 


CBIA Health Connections offers 
solutions for all your employee 


cost controls. You simply set your 
budget then let your employees 
choose a plan from Aetna, 
ConnectiCare, Harvard Pilgrim, o 
UnitedHealthcare that best meets 
their needs without having any 
impact on your benefit costs. 


WHAT'S AHEAD: 


4/13 Focus: Economic Development 
The List: Largest DECD deals 
Nonprofit Profile: Foodshare 


CALENDAR 
THURSDAY, APRIL, 9 


Small Business Symposium 


‘The Granby Chamber of Commerce is hosting a half-day small business 
‘symposium Thursday, April 9. 

‘The program, which runs from 12 p.m. to 5:30 p.m. atthe New England 
‘Air Museum, Perimeter Road, Windsor Locks, is designed by business 
‘owners for business owners to cover a range of topics including human 
resources, customer relationship strategies, leadership, advertising, 
‘marketing, and sales. 

“The keynote address willbe given by author and consultant Pete 
Winiarski, who will discuss strategies companies can employ to boost 
‘their revenue, profits and cash flows. 





Price to attend is $45 per person. 
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Wi ‘CLICK ON ‘THE AGENDA.” ALL CALENDAR (TEMS 
‘BE SUBMITTED ELECTRO} 


HIGALLY Vik OUR WEB SITE, HARTEORDBUSINESS.COM. 





Discover the power of 
choice. 


Contact your agent for a quote or 
call 860.244.1900. 


Be Fea 
CONNECTIONS 


cbia.com/insurance 


Health Insurance for Small Business 


www.HartfordBusiness.com 
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Build on 


our | 
experience. 


Many local companies are happy they did. \ 
That's because they recognized the benefits of 
working with an established company for every 
phase of construction, including design/build 
expertise. As your local Butler Builder? we offer 

a full-range of systems construction capabilities 
that combine efficiency, functionality, and virtually 
endless design possibilities. Give us a call today, 

and put us to work on your project. 





Contact us at 1-855-BUILD-86 


Engineering Co., Inc. 











2185 East Main Street + Torrington, Connecticut 06790 


Sheraton’ 


7 Hartford South 


W. Hartford realty update 


est Hartford is undergoing a 
W spurt of residential and commer- 

cial development that has added 
more than 300 new jobs and more than 
800 new housing units. 

All of that has resulted in more than 
‘$200 million ofinvestment in houses, stores 
and offices that will push the value of West 
Hartford's $5.9 billion real estate grand list, 
further upward. 

Mark McGov- 
ern, who wears 
economic devel- 
opment among 
his varied hats as 
the town's direc- 
tor of community 
services, in March 
laid out a laundry 
list of residential 
and commercial 
developments 


either planned or Artist's sketch of the coming 114-room Delamar West Hartford hotel, next door to 


underway. 

Some, like the 
Delamar West Hartford luxury boutique 
hhotel that will break ground this spring, 
have been previously reported. 

‘McGovern laid out a raft of fresh 
details about previously undisclosed 
building projects and updates on ones 
already underway with West Hartford 
business people and community leaders, 
many of them in banking and real estate. 

Here are highlights from his March 26 
luncheon presentation to the West Hart- 
ford Chamber of Commerce at Wampa- 
noag Country Club: 

* Acadia Crossing. This is the pro- 
posed but still-evolving conversion of the 
Sisters of St. Joseph's 22-acre convent 
property at the corner of Park Road and 
Prospect Street into 320 apartments, plus 
atleast 35moreunitsas Sisters’ residences. 

Inall, development would add another 
320,000 square feet of living and other 
space to the existing 185,000 square feet 
onthe grounds. Center Development Co. of 
New Yorkhas an option to buy the property 
the Sisters have owned since 1885, pending 
outcome of town review of its proposals 
and other details, officials said. 

A Center spokesman said the devel- 
oper, who also built mid-town Hart- 
ford's twin Park Place Towers apart- 
ments/condominium in the early ‘80s, 
will air more details once those mile- 
stones have been reached. 

+ Pontiac Center site. As previously 


Blue Back Square. 


PHARMACIST 
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reported, the town's publichousingauthor- 
ity not long ago closed on the former car- 
dealership parcel at 616 New Park Ave., 
next to the new CTfastrak station at the 
corner of New Britain Avenue. Further up 
‘New Park, at the intersection of Flatbush 
Avenue, is a second busway station. 

The housing authority is formulating 
best use of the site, which may include 
some 50 affordable apartments set above 
street-level retail or office. “At this point, 
it’s justa concept,” MeGovern said. 

* UConn’s campus site. It has 57 
acres — much of it leased to the town for 
use as ballfields —plus five buildings and 
parking for 1,067 vehicles. UConnissetto 
vacate by 2017. 

By state law, West Hartford has first 
crack at gainingttitleto the property because 
it's within its borders. But first the town 
must figure out just exactly how much of 
the acreage can support development. The 
reason: Wetlands occupy several portions of 
the UConn acreage bounded largely by Asy- 
Jum and Trout Brook roads, which limits its 
usage and development options. 

Thetown won't committotaking deed 
tothe site, currently zoned for residential 
use, until a thorough site analysis can be 
completed. McGovern didn't offer a time- 
table for that. . 


Gregory Seay is the Hartford Business 
Journal News Editor. 





Wal-Mart is seeking a Pharmacist 
in our store in Hartford, CT. 


Dispense prescriptions by following standard operating procedures; 
follow Medication Guidelines for receiving, filling, dispensing, logging, 
& maintaining loss prevention controls; ensure that Wal-Mart policies & 
Federal & State laws & regulations in all prescription-related issues, incl 
HIPAA, SOP, & QA, are followed. 


Bachelor's in Pharmacy or rel. field. Must have Pharmacist License from 
the State of CT or ability to obtain. 


For job duties & to apply, visit http://jobs.walmart.com/ select “Enter 
Search Terms” & apply to Req ID#: 461885BR. 


100 Capital Blvd. Rocky Hill, CT 06067 


860.257.6000 sheratonhartfordsouth.com ‘Wal-Mart EOE, AAE 
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KNOW YOUR OPTIONS. 


eee Hoe 


lf you're an AT&T customer, your telecom provider is changing’ So we at Cox Business 
would like to take this opportunity to introduce ourselves and invite you to trust us 

as your new provider. We've served the Connecticut area for more than 15 years and 
invested millions in the community along the way. We've earned a history of trust with 
our customers by providing them with the services and support they need. And we 
make it easy to get the same for your business: 


C1) Call (866) 791-2044 or visit coxbusiness.com/switchnow 


2] Get a custom solution for your business 


Our local team is available 24/7, so you can trust us 
to give your business the service it deserves. 


SPEAK TO A COX REPRESENTATIVE 
CALL TODAY (866) 791-2044 COX 








“ara estelee Dec201 pwn at comigenhrseoon?pd-2 ~newednewsariceld=17244imapcdecpaate, © 2014 Cox Communications Ine Aight eer, 
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CT mired in falling sin-tax receipts 


By Gregory Seay 
seay@tartfordBusness.com 


onnecticut’s slowing sin-tax collec- 
tions are posing real headaches for 
industry players and state budgetset- 
ters and policymakers, 

Once a growing and reliable source of 
state funding, tax revenues from alcohol and 
tobacco sales, and casino-revenue sharing 
haveall been flat or declining in recent years, 
contributing to the state's mounting budget 
deficits, 

Butthat's notstopping lawmakers from con- 
sidering a host of sin-tax stimulus proposals 
from expanding package-store hours and cut- 
ting shelf liquor prices to increasing the duty on 
cigarettes and openingthe door to more casino: 

Yet, the Connecticut merchants who dis- 
tribute and retail 
sin tax products say 
lawmakers’ delibera- 
tions about whether 
to boost liquor sales 
and tax receipts with 
longer hours and 
uncorked pricing 
‘will doneither. 

“All the stores 
are very concerned,” 
said Carroll Hughes, 
executive director 
of the Connecticut 
Package Stores Association, representing 
about 700 of the approximately 1,200 retail 
liquor stores in the state. 

Sin taxes from alcohol and tobacco sales 
and gaming contribute more than $721 mil- 
ion in annual state tax revenues, making up 
asignificant part of Connecticut's budget. 

In the last three fiscal years, Connecti- 
cut's revenue from excise and sales taxes on 
beer, wine and liquor has been flat at around 
$60.5 million, even with package and gro- 
cery stores allowed to sell alcohol on Sunday 
beginning in May 2012, according to state 
Department of Revenue Services (DRS) data. 

DRS Commissioner Kevin B, Sullivansaidhe 
believes thereisa correlation betweenthestate’s 
drop in liquor receipts and the general move 
nationally away from beer to wine. However, 
Sullivan says that deeper analysis into retailers’ 
beer and liquor-sales data shows keg-beer sales 
are up noticeably since Connecticut extended 
the daily and Sunday window for alcohol sales. 

“Can I say they are directly related to 
extended sales? No,” Sullivan said. 

‘Meantime, state receipts from tobacco lev- 
ies have fallen 15 percent from $420.8 million 
infiscal 2012to $377 million in fiscal 2014, even 
with a 40-cents-perpack cigarette tax hike 
since 2011, to $3.40, state tax data shows. 

“Absolutely no surprise,” said Sullivan, 
a former smoker. “People aren't smoking in 
Connecticut. They aren't smoking nationally. 
At that price, who can blame them.” 

Health advocates from the American 
Cancer Society's Cancer Action network — 
‘coalition of several national anti-smoking 
organizations — are urging state lawmakers 
to boost the cigarette tax again, this time to 
$4.90, a move they say would raise $60 mil- 
lion in additional tax revenues and help thou- 
sands of residents kick the habit. 

‘However, Sullivan said Connecticut author- 
itiesare certainthisand other Northeast states 
are seeing a rise in bootleg sales of cigarettes 
‘bought in states, mostly in the South, that tax 
tobacco far less. 





Kevin B Sulvan, commis- 
sioner, Department 
of Revenue Services 
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CT Lottery State Budget 
Contributions 


General Fund 
Transfer 


$312.1M 


Total 
Revenues 


$1.12B 








2013 


$289.3M 


2011 $1.028 








Grand Total 


$721.8M 


‘SOURCE: DEPARTMENT OF CONSUMER PROTECTION 


Asarresult, he said, the state is preparing 
to crackdown on bootleg-cigarette smuggling 
and sales. He did not elaborate. 


Booze effect 

For liquor retailers and wholesalers, boot- 
legsmokesis way down on their list of worries 
as to what they may face at the hands of law- 
makers who are under great pressure to bal- 
ance the state's budget with no tax hikes, or at 
least as few new or higher taxes as possible. 

According to the state package-store asso- 
ciation's Hughes and other retailers, Connecti- 
cutis losing out on liquor sales because neigh- 
boring vendors in Massachusetts and Rhode 
Island regularly undercut them on price. They 
say a lowered or altered tax structure in Con- 
necticut for alcohol could recapture those 
sales,returningmoretaxrevenuesto thestate. 





Excise and Sales Tax on Distilled Liquor in Connecticut 





$16.49 


$23.99 





$28.99 $56.99 











"Manufacturer 
aoe 
sar 
Retail Markup, 
$1.83 
‘Store Excise Tax 
‘$1.07 


State Sales Tax 
$1.05 


Federal Tax/Fee 
$2.44 












Federal Tax/Fee 
$2.85 





Wholesale Markup 
$14.68 


Retail Markup 
$2.08 


Store Excise Tax 
$2.50 


State Sales Tax 
‘$3.61 


Federal Tax/Fee 
$4.99 





750 ML 
Goslings Rum 


1 Liter 
Jagermeister 


SOURCE: CT PACKAGE STORES ASSOCIATION 


But Connecticut authorities counter thatit 
isn't the tax that is the problem, butthe state's 
liquor subsidy known as “minimum pricing” 
thatincreases the cost of alcohol and prevents 
consumers from buying more. Without mini- 
mumpricing, liquor stores could set whatever 
price they wanted to draw customers. 
“Consumers pay higher prices than those 
inother states because of laws like minimum. 
bottle pricing — which artificially inflate 
the price of alcohol,” said Gian-Carl Casa, 
undersecretary for legislative affairs at the 
state Office of Policy Management, thestate's 
fiscal-budget arm. “The governor's compro- 
mise proposal is thata store could discounta 
bottle to the price it paid for the bottle.” 
Butliquor operators counter that minimum. 
pricingis their shield against large, chain oper- 
ators leveraging their buying power with brew- 
ers, vineyards and their distributors to under- 
cutsmaller, “mom and pop” package stores. 
“Ifthe governor wantsusto havesimilarpric- 
ing with Massachusetts, then give us a similar 
tax environment,” Hughes said. “You're asking 
ustoplay an I1-man football game with 10 guys” 


Gaming issues 
‘The biggest sin tax hit Connecticuthasseen 


Jim Beam Bourbon 


1.75 ML 
Grey Goose Vodka 


1.75 ML 


inrecent yearsis from gamingled by thefinan- 
cial struggles of Mohegan Sun and Foxwoods. 
‘Connecticut's gaming sector, which includes 
the lottery, parimutuel and off-track betting, 
charitable games, and casinos, contributed 
‘$603 million in state taxrevenuesin fiscal 2014, 
DRS datashows. 

‘That was down L4 percent from $612.6 mil- 
lion ayear earlier and 16 percent from the 2006 
peak of $718.8 million. 

‘The state's gaming industry was hurtby the 
Great Recession butalso increased competition 
in nearby states. Tax revenues from off-track 
betting, charitable games, and casinos are all 
well-off their pre-recession levels and withnew 
casinos slated to open in Massachusetts and 
‘New York the fearis things will get worse. 

That's why lawmakers are proposing to 
add up to three new gamingsites in the state, 
to entice Connecticut residents to place their 
bets in the Nutmeg State, rather than deposit 
their cash in slot machines or table games in 
Massachusetts or New York. 

The Connecticut Lottery Corp. has been 
the one bright. Its contribution to the state 
continues to increase, reaching a peak last 
year at $319.5 million, DRS datashows, That's 
up from $283 million in 2009. . 
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SHOULD BE YOUR CHOICE. 


JUST BECAUSE YOU'VE BEEN SWITCHED 
TO FRONTIER DOESN’T MEAN 
YOU NEED TO STAY WITH THEM. 


Choose Comcast Business Internet and enjoy business-grade 
solutions to help you stay competitive in today’s marketplace. 
You can expect: 


+ Consistent, reliable speed even during peak hours — up to 150 Mbps 
The fastest WiFi with the most coverage for your business 


Access to millions of WiFi hotspots nationwide — so you 
can be productive while minimizing data charges 


Dedicated, trained business experts who can 
assist you — 24/7 


CHOOSE COMCAST BUSINESS. 


CALL (877) 589-8810 TODAY. 


BUILT FOR BUSINESS” 


Restrictions apply. Not avallabe in all areas. WIFI claim based on September 2074 study b li {ual speeds vary and are not guaranteed 
WF hotspots avaiable with Delux Internet and above, Hosts avaiable in select et 5 Comcast, All nights raser vd 


www.HartfordBusiness.com ‘April 6, 2015 © Harrromo Busmess Journ 11 








© from page 1 


Aer Lingus must decide well before July 


been courting to put a nonstop flight from 
Bradley to Dublin. CAA has been working 
with the MetroHartford Alliance to convince 
Aer Lingus that the region has enough pas- 
senger and business support for Bradley's 
first daily transatlantic flight since Delta Air 
Lines pulled its Amsterdam nonstop in 2009. 

“Ifyou are not a major hub like Atlanta or 
Chicago ... itean be difficultto have significant 
routes like that, so you have to provide some 
financial incentive,’ said Oz Griebel, CEO and 
president of the MetroHartford Alliance. 

A transatlantic flight would be a major 
‘win for CAA because that was the first sig- 
nificant benchmark the organization estab- 
lished for itself when it launched in 2011. 
Along with other key route expansions, an 
international flight could restore Bradley to 
its pre-Great Recession passenger counts 
just as CAA is upgrading the airport's facili- 
ties and seeking to expand service out of the 
state's smaller airports, 

State Department of Transportation 
Commissioner Jim Redeker mentioned the 
potential international flight subsidy at a 
March 25 MetroHartford Alliance event, but 
he declined to comment further on the topic. 
He referred all media inquiries since to Kevin 
Dillon, CAA executive director and CEO. 

Dillon had no comment on the governor's 
budget. 

‘The $5 million in Malloy’s budget for the 
state Department of Transportation still must 
be approved by the General Assembly. Since 
the legislature is facing deficitsin excess of $1 
billion in each of the next two fiscal years, it's 
not clear if the funding will be granted. 

‘The state budget must be approved by 
June 30, so if Aer Lingus wants to get the 
funding for the Dublin flight, it would have to 
make afinal decision well before that date in 
order to gain legislative authorization. 

‘The $5 million likely would be used as a rev- 
enue guarantee, whichisn'ttypical buthasbeen 
utilized by other USS. airports, Griebel said. 
Pittsburgh International Airport, for example, 
struck a similar two- 
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Bradley International Airport Passenger Counts 





Fiscal year Enplanements Deplanements 


2014 2,940,085 2,935,716 
2013 2,716,741 2,704,112 
2012 2,695,874 2,685,986 


SOURCE: CONNECTICUT AIRPORT AUTHORITY 


Bullish outlook 
Expansion of Bradley nonstop routes has 
been CAAS top priority since it took over control 
ofthe Windsor Locks facility and the state's five 
other general airports from thestate Department 
of Transportation, CAA was created so that air- 
port decisions could 


‘year, $9 million deal ‘bemademore quickly. 
‘with Deltatoflyanon- Although the CAA. 
stop to flight to Paris. am has been successful 

Ratherthangiving D> ‘It can be difficult to inaddingsome routes, 
Aer Lingus $5 million. Pores ‘including an increase 
outright, the money have significant routes in JetBiue atignts to 
would be used only to: i Florida and United 
insure against losses like that, so you have to Airlines to Houston, 
‘on the operation of a the authority's first 


Dublin-Bradley non- 


provide some financial 


major win—an Amer 


stop.Underthisreve. sae ican Airlines nonstop 
nue guarantee model, incentive.’ to Los Angeles — 
‘Aer Lingus and the didn't pan out, Ameri- 
Sirealortpointiee 02 GHiebel, CEO and president ofthe ar" Surice in hes 
‘the flight, and Con- MetroHartford Alliance. than a year because it 
necticut would make wasn't earning a high 
up the difference if enough yield per seat. 
‘AerLingusincursany ‘The flight was operat- 
revenue shortfall, up ingatabout 80percent 
to $5million. capacity, 


CAA alsois working with members of the 
MetroHlartford Alliance to see if any Great- 
er Hartford businesses would be willing to 
provide money for Aer Lingus to operate the 
Dublin nonstop, Griebel said. 

“We are confident if this service gets 
approved, it will be sustained, but you have 
to get the airline to agree, which is probably 
going to have to include some kind of finan- 
cial incentive,” Griebel said. 

Aer Lingus officials did not return 
requests for comment. 
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‘Adding a transatlantic flight and restoring 
service tothe West Coast via Los Angeles and/ 
orSan Francisco would significantly increase 
traffic in and out of Bradley, Dillon said, 
“Weare generating asignificant amount of 
traffic out of here,” Dillon said. “Thisisavery 
healthy market here, and itis matter of con- 
vincing the airlines to increase their service.” 
Passenger counts at Bradley increased 
84 percent in 2014 to 6.9 million, the largest 
increase since CAA took over operations. In 
January passenger counts rose 1.1 percent 


Total Difference % Difference 
5,875,801 454,948, 8.4% 
5,420,853 98,093, 0.7% 


from ayear earlier, according to CAA. 

With new route developments, Dillon said 
itis likely in thenext five to 10 years that Brad- 
Jey will return to its record passenger counts 
of 7.2 million set in the mid-2000s, especially 
as the airport improves its facilities, 

“We can achieve that and probably go 
beyond,” Dillon said. 


Fresh look 

There are several projects underway 
aimed revamping Bradley's facilities. In 
December, the airport began the $15 million 
demolition of its Murphy Terminal, which 
will be followed bya $10 million road realign- 
ment project. In 2018, CAA plans to open a 
ground transportation center with rental 
car facilities and bus service to the Windsor 
Locks Train Station, with the possibility for 
connection to a light-rail system, 

Making it easier to get in and out of Brad- 
Jey on the ground will beimportantin attract- 
ing travelers for an international flight, said 
Griebel, who added that he could see the 
Windsor Locks facility becoming a hassle- 
free alternative to airports in Boston, New 
York City, and New Jersey. 

While Dublin might not be the final stop 
formost Connecticuttravelersto Europe, Aer 
Lingus is working to make it a hub similar to 
airports in London and Paris, said Griebel. 
The flight from Connecticut to Dublin would 
be shorter than the previous Bradley-to- 
Amsterdam nonstop with the same connec- 
tivity to the rest of Europe. 

Another advantage to a Dublin nonstop 
flight: Ireland is the only European country 
where U.S. Customs & Border Protection 
allows passengers to preclear. Passengers 
waiting to board a plane in Dublin can check 





‘ne of Bradley International's major adlton in recent 
years has been JetBlue offering nonstop service to Fort 
Lauderdale, Fort Myers, Orlando, Puerto Rico, Tampa, West 
Palm Beach, and Washington, D.C, 


in with customs there and avoid having to 
wait once they land in America. This can cre- 
ate a major time advantage, especially com- 
pared to busy international airports like John 
F. Kennedy in New York City, Griebel said. 

Meanwhile, CAA is working to add inter- 
national check-in service at Waterbury- 
Oxford Airport, one of the five general avia- 
tion airports it operates, Dillon said. Right 
now, passengers flying private jets interna- 
tionally to Waterbury-Oxford must stop at 
another airport first to clear customs before 
landing at Waterbury-Oxford. 

CAA is talking with Waterbury-Oxford's 
primary tenant — executive jet operator Key- 
stone Aviation — about adding customs facili- 
ties there. That would require about $1 million 
inconstruction costsand $200,000 per customs 
officer in annual operating costs, Dillon said. 

The advantage is international travelers 
could fly directly to Waterbury-Oxford, andthe 
airport could become astoppingpointfor other 
passengers needing to clear customs before 
landing at a different facility, Dillon said. 

“Itdoesan awful lotin terms of enhancing 
the overall opportunity of the airport,” Dil- 
Jon said. “There is a whole level of corporate 
activity that goes on there.” 

To add more service in Connecticut, 
CAA is in negotiations with airlines about 
bringing commercial flights to the Groton- 
‘New London Airport, said Dillon. The sub- 
marine base in Groton, for example, could 
make use of a New London-Washington, 
DC. nonstop. 

But transatlantic service out of Bradley 
remains CAA'stop priority. That internation- 
alnonstop encourages other airlines to think 
about adding more services in and out of the 
Windsor Locks facility, Dillon said. 

“When you develop international service, 
you develop additional domestic feeders,” 
Dillon said. 

‘An international flight also would help 
restore Bradley's international cargo service, 
as an airline could put the cargo in the belly 
ofits passenger airplanes, Dillon said. i 
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of cultures, creeds, and colors that is Connecticut’s cities and towns, 
we at the Hartford Foundation for Public Giving enthusiastically 
embrace our mission: putting philanthropy into action to create 
lasting solutions that result in vibrant communities. Getting involved 
with the Hartford Foundation makes you a part of the solution 


Join us in making change for the better by working together for good 


Hartford Foundation 


FOR PUBLIC GIVING 





Together for good? 











Complexity re-envisioned. . 
7 penny ee Federman, Lally & Remis tc 
Certified Public Accountants 


al, elegant 





an art to accounting. Yes it Is a and analytical pro’ 


also a great satisfaction for us in moving a l 
us a litle diferent. Our clients tell us it makes us better 








solution, We think this. mak 
Federman, Lally & Remis — Not Your Typical Bean Counters. 


231 Farmington Avenue, Farmington, CT 06032 


860-678-7100 | wwwlrcpacom 
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MOVERS & SHAKERS 





Jacob R. Hathorn 


John C.Pitblado 


Farmington Bank 
appoints CRA/ 
residential loan 
specialist 


Farmington Bank 
thas appointed Pamela 
Hippolyte as assistant 
vice president, Commu- 
nity Reinvestment Act/ 
residential loan specialist. 

Hippotyte is respon- 
sible for growing the bank's CRA related residential 
lending activity in Connecticut and specializes in af- 
fordable lending, including mortgages for first-time 
homebuyers. 

‘She has more than 25 years of lending experience, 
most recently at People’s United Bank, where she 
‘was assistant vice president of residential lending. 


, ww 






Pamela Hippolyte 


Pension Consultants Inc. 
names partner, VP 


Farmington’s Pension Consultants Inc., a third 
party administrator of retirement plans, has ap- 
pointed Frank P. Rossi Ill to partner and vice presi- 
dent and consulting actuary. 

Rossi had been an actuarial consultant with the 
firm and was previously a regional vice president 
and chief operating officer with a national third 
party administrator. 

He specializes in complex defined contribution 
plan designs, along with providing in-house actuarial 
services for defined benefit and cash balance plans. 

Rossi is an enrolled actuary, member of the 
‘American Academy of Actuaries, fellow of the Con- 
ference of Consulting Actuaries, and holds multiple 
designations with the American Society of Pension 
Professionals and Actuaries. 


Carlton Fields Jorden Burt 
attorneys elected shareholders 


Cariton Fields Jorden Burt has elected two as- 
sociates, Jacob R. Hathom and John C. Pitblado, 
to new shareholders in its Hartford office. 

Hathor is a member of the firm’s financial services 
and insurance litigation, national class actions, national 
‘tial and financial services regulatory practice groups. 

He's also a member of the firm's insurance in- 
dustry group. Ptblado isa member ofthe firm's finan- 
cial services and insurance litigation, intellectual prop- 
erty and technology and national class actions practice 
(groups. He's also a member of the firm's insurance 
industry group. 


Burns & McDonnell announces 
leadership promotion 


Chris Courtright has been promoted to vice 
president of the Burns & McDonnell New England 
office in Wallingford. 

Courtright, manager of the construction, design’ 
build group, joined Burns & McDonnell in 2005 and 
has served as project manager and project engineer 
‘on some of the firm's largest projects in the Northeast. 

Burns & McDonnell provides engineering, archi- 
‘tecture, construction, environmental and consulting 
services. 


BigMouth Inc. announces 
sales, marketing hires 


Glastonbury-based BigMouth Inc., which de- 
signs, manufactures and distributes more than 500 
novelty and gag gifts, recently added Jeff Elsner 
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Chris Courtright Jeffrey C. Solomon 





as vice president-international sales and develop- 
‘ment, Alton B. Etheridge Ill as director of sales and 
Sarah Archambault as director of marketing. 
Elsner oversees international sales development 
and helps manage BigMouth's operations. 
He previously was president of New York City- 
based national gift manufacturer Jerry Eisner and Co. 
Etheridge has about 20 years of business develop- 
‘ment, sales management and team-building expertise. 
He previously was director of business develop- 
‘ment at First Act Inc /BlueFlame Technologies LLC., a 
Boston-based musical instrument manufacturer. 
Archambault has 15 years of experience in mar- 
keting, licensing and advertising and launches the 
Company's frst marketing department. 


Bakery on Main names VP of 
sales and business development 


Paul Connolly has joined Bakery on Main, which 
‘makes certified gluten-free products in East Hartford, 
a vice president of sales and new business develop- 
‘ment for national and intemational markets. 

Connolly has more than 20 years of experi- 
ence in sales and business development positions 
at companies that include Annie's Inc., Cadbury 
Schweppes PLC, The Clorox Co. and Kraft Foods. 

‘Most recently he was director of sales for Annie's, 
leading the sales teams. 


CT Children’s names neonatal ICU chief 


Connecticut Children’s Medical Center in Hart- 
ford has appointed Dr. James E. Moore to chief of 
the neonatal intensive care unit. 

He also was appointed head ofthe division of neo- 
natology in the Department of Pediatrics at the UConn 
School of Medicine, 

He will be responsible for overseeing growth of 
Connecticut Children's clinical services and educa- 
tional and research programs in the division of neo- 
natology and fostering new strategic alliances with 
the maternal fetal medicine programs at Hartford 
Hospital, UConn Health and other regional partners. 


Marcum LLP names partner-in-charge 
of assurance services 


National accounting and advisory services firm 
Marcum LLP has named Jeffrey C. Solomon as 
Connecticut partner-in-charge of assurance services. 

Solomon, a CPA based in New Haven, also will be 
responsible for assurance services to clients of the 
firm's Hartford and Greenwich offices. 

Solomon has more than 15 years of experiance 
‘managing, reviewing and analyzing financial informa- 
tion for privately held and public US. and mutational 
clients in various industries, including manufacturing 
and distribution, high technology, higher education and 
health care, as well as pension plans and tribal entities. 


Meadow Ridge senior 
living names HR director 


Lynda Moran has been named human resources 
director at the Meadow Ridge senior living community, 
which comprises 332 independent ving apartments, 
22-suite assisted living center and 62-bed skiled 
nursing unit in Redding. 

‘Most recently, Moran was human resources man- 
‘ager and corporate compliance officer at Jefferson's 
Ferry LifeCare Retirement Community in South Se- 
‘tauket, NL. She also worked as a human resources 
‘manager at SavATTee in Bedford Hills, NY, where she 
oversaw day-to-day responsibilities and strategic HR 
‘functions for 588 employees in 24 locations. 
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Oak Hill aka The Connecticut 


Institute for the Blind 


120 Holcomb St,, Hartford | ciboakhill.org 
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Barry Simon, President 


Serves children and adults with intellectual, 
developmental and physical disabilities. 


FY 2013 SUMMARY 


2013 2012 
Total Employees 1,264 1,481 
Total Assets ‘$81,129,927 $78,031,756 
Total Liabilities ‘$18,074,296 $18,116,444 
—;—————EE——— eee 
Contributions & Grants ‘$4,193,081 $4,780,811 
Program Service Revenue ‘$73,936,995 $73,532,120 
Investment Income ‘$1,566,036 $1,520,806 
Other ($14,245) ($5,552) 
TOTAL $79,681,867 $79,828,185 


Grants $367,481 $292,211 
‘Member Benefits $0 so 
Salaries/Employee Benefits $62,646,230 $61,347,126 
Fundraising Fees $0 $0 
Other $16,276,893 $15,400,062 
TOTAL $78,280,604 $77,039,398 
MARGIN $391,263 ‘$2,788,786 


‘TOP PAID EXECUTIVES (FY2013) 


Base Salary _—_Total Compensation & Benefits 
Patrick Johnson Jr., President $200,250 $225,232 
James Jones, Vice President $140,997 $163,046 
Stanley Soby, Vice President $127,902 $132,254 


SOURCE: GUIDESTAR IRS 290 TAX FORM 


puoro | conrarsureo 


Pictured, from left, ae: Dave Hager, Jay Washburn; 
Helen Rubino-Turco; Dave Halstead; Suzanne Oslander, 
Paul Connery, and Amanda Motfo, 


‘The West Hartford Exchange Club has 
donated $4,000 to The Town that Cares, 
a fund established by the West Hartford 
Department of Human and Leisure Services 
to assist residents who are struggling to pay 
for food, shelter, utilities, medical expenses 
and other critical needs. The donation came 
from the proceeds of their 9th Annual Wine 
‘Tasting Event held in February. 





‘The United Bank Foundation Connect- 
icut has donated $100,000 to Manchester 
‘Community College through the MCC Foun- 
dation to help support the growth of manufac 
turing programs. The grant will be distributed 
to the college in blocks of $25,000 over four 
years to enable the purchase, delivery and 
installation of manufacturing equipment that 
students will use for hands-on learning, Por- 
tions of the grant will also fund scholarships. 
‘The Connecticut Veterans Legal Cen- 
ter of West HavensurprisedRobinson+Cole 
lawyers with a pie party to thank them for 
their pro bono efforts on behalf of the center 








and its clients, Since 2011, Robinson+Cole 
has assisted 24 veterans with a wide variety 
of legal issues and donated an estimated 
{$170,000 worth of attorney time. 

A $300,000 grant awarded by the Hart- 
ford Foundation for Public Giving to Con- 
necticut Children’s Office for Commu- 
nity Child Health will enable the office to 
enhance the community child health system 
inthe Greater Hartford area. The Connecticut, 
Children’s Office for Community Child Health 
oversees and coordinatesahostof communi- 
ty- oriented programs with local, regionaland 
national reach that aim to promote children’s 
healthy development. 


Pictured, from left, ar: Roger J. Cowen, founder of Cowen 
‘ax Advisory Group Erin es, director of ehablitation, 
Hospital for Spcil Care; Catherine Feeney, physical ther- 
pst and Judith Cowen, Cowen Tax Advisory Group, 





Farmington's Cowen Tax Advisory 
Group recently donated $3,599 to the Hos- 
pital for Special Care to help finance the 
purchase of a wearable robotic exoskeleton 
system that provides hip and knee motion to 
enable individuals to stand upright and walk. 
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SUCCESS IS 1% INSPIRATION, 
99% KNOWING WHO TO ASK. 


What good is having an idea if you can't make it a reality? Marcum has the 
experience across dozens of industries to be your resource when it's time for 
action. That's why when can-do people need things done, they ask Marcum. 
marcumilp.com/hbj BODE 


MARCUM 


ACCOUNTANTS 4 ADVISORS 
















5% RESPONSE 


Our readers respond to our advertisers’ marketing messages. 
We will deliver your marketing message to the C-suite and the corner office. 








In the past 12 months, what actions, if any, have you taken as a result of reading Hartford Business Journal? 
((% of Total Respondents) 

55% Contacted a company because of an advertisement in Hartford Business Journal 

65% Discussed an item you saw in Hartford Business Journal with others 
57% Passed an item along or refer information to a business associate/client 
25% Visited www.HartfordBusiness.com to send a link of an item to someone 
33% Saved entire issue 
33% Saved items of interest 
03% None of these 







‘Source: Circulation Verification Council. Publication audit report and 
reader survey for HBJ. July 1, 2013Mareh 31, 2014 





HARTFORD BUSINESS JOURNAL 


I i In Print. 
reach your target audience, contact Jessica Baker at 860-236-9998 x122 Delivering Online. 
or jbaker@HartfordBusiness.com Business. inPerson. 


For more info about ways the Hartford Business Journal can help you 


www.HartfordBusiness.com 
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THINKING ABouT A BooTH? 
Want To Know More AsouT THE a 


CT Business EX 


From A to Vi 


The biggest sales lead generation day of the year is at the Expo on June 4th - Bea part of it! 
Learn how your business can benefit from exhibiting at this year’s CT Business Expo. 


ATTEND THE SESSION WIN A FREE 
FREE Pre- Expo ON ApriL 23RD AND 10x10 BOOTH! 


Training SESSION! Beanie: a ae 


s GREAT DOOR PRIZES! ; : 
Thursday, April 23, 2015, pacieetiieielaianng 
8:30 am - 10:30 am 


Connecticut Convention Center 
157 8 






































Special savings on 
décor and collateral 
ANNUAL for your booth! 
*One day only* 


Get the edge on 
your competition! 


Hear an informational Panel 
Discussion and Q&A on Expo 
best practices & success stories! 


FREE Pre-Expo 
Training SESSION April 23rd 


DOOR PRIZES: 


1. 10x10 BOOTH space at the 
2015 CTBEXPO 

(ust be used atthe 2015 CT Business Expo on June 4 
Current booth holders may upgrade to 10x20 OR donate 
10x10 BOOTH space toa charity of ther choice not 
teady nthe show) 
















CT Business EXpo 
Learn » Connect » Prosper 


Expo is June 4, 2015 + CT Convention Center 
www.ctbexpo.com 























2. TWO Tickets to Business 
Champions Breakfast 
The moming ofthe show 





. $50 Gift Certificate to 
CITY STEAM Restaurant 
Downtown Hartford 





Discounted parking availabe fr training session attendees 


RSVP by April 16th, 2015 Waik-ins 


Enjoy pre-expo networking, a continental 
breakfast and coffee while you: 









IB See the 2015 Floor Plan bela 4. 1/4 Page Print Advertisement in the 
; el é 

BB. Get professional advice from the experts by calling Cat Gruszka at amel ae ee Journal 

BB Learn social media tips and tricks 860.236.9998 x137, emailing 





5. Sandler Training Session 
246 hour consultation with DISC Assessment 


IA Get direction in planning your booth 
BA Directly maximize your marketing impact 5 : 
Im Learn howto increase your customer database OF register online at 





CGruszka@HartfordBusiness.com 





6. $100 OFF Any Printing Project 
from Premier Printing 









using targeted lead collection methods HartfordBusiness.com/training (estictons pb) 
mac eae iamioaa me sai 
COMCAST HiRIOAMESHIRL EQN ERO! fe ; 
BUSINESS Poon Pita nn A 





‘Supporting Partners: 


Qt. 4 RGR. [Hae] “olor 











© fork prewice:  Haprowe 
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Harvard Pilgrim 
HealthCare 





Event Sponsors: 


Bact 


GROUP MARKETING SOLUTIONS 
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MARKETING 


texas Robinson+Cole 


PRODUCTIONS 








COUNT US IN: 


LATELY THERE'S BEEN 


A LOT OF TALK ABOUT 
HEALTH CARE. HERE’S OUR 


PHILOSOPHY IN THREE WORDS 
WE'RE. WITH. YOU 


And now we're really with you. Harvard Pilgrim, consistently ranked among the nation's highest-rated 
private health plans, is now in Connecticut. So if you're looking for a health plan with a relentless 
pursuit to help all of our members be happy and healthy, count us in. 





For more information, talk to your Broker, call 877-594-7190, 
or visit harvardpilgrim.org/CountUsin 


Harvard Pilgrim 
HealthCare 
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Women leaders 
serve as mentors 


ew powerful people get to leadership 
positions without the help of a mentor. 
In fact, organizations often encourage 

or even mandate mentorship programs so 
that experienced leaders impart their knowl- 
edge onto the next generation. 

‘That'show great companiesarebuilttolast. 

Aspart of our 13th annual Women in Busi- 
ness awards, we've chosen mentorship as the 
theme. In the pages that follow we recognize 
eight remarkable women who are making a 
difference within their organization and the 
community. 

‘Wealso highlightthe people who have helped 
our winners achieve success along the way. 

‘This year’s winners are diverse, both in 
personality and in the industries and orga- 
nizations they represent. We've got two high- 
powered women in education, the head of the 
state's economic development agency, and 
top Pratt & Whitney and Comeast officials, 

Our winners also include an entrepreneur 
‘who started her own firm from scratch, a 
CEO of a well-known Connecticut manufac- 
turer, and a consultant. 

As you read about Hartford Business Jour- 
nals eight remarkable women honorees, you 


‘will discover that each of them was helped 
along the way by a mentor who installed both 
personal and professional advice and perspec- 
tive. Our women leaders also work hard to 
enrich the careers and lives of their employees. 

‘They also make ita priority to be active in 
‘the community, stressing the importance of giv- 
ingbackasa way to achieve greater fulfillment. 

Ineach of the past 13 years, Hartford Busi- 
ness Journal has honored eight of the region's 
most talented women in leadership roles 
throughout Central Connecticut. The winners 
are nominated by readers and chosen by a 
panel of independent judges (read more about 
the judges on Page 33). The honorees demon- 
strate a business savvy, confidence in them- 
selves and their organizations, and a strong 
track record of success in the business world. 

We hope you enjoy this issue and attend 
the celebration to be held from 1] a.m.— 1:45 
p.m. on Thursday, May 14, at the Connecticut 
Convention Center in Hartford. The event 
‘will include aspecial conversation with Caro- 
lyn Kuan, the music director of the Hartford 
Symphony Orchestra. 


Greg Bordonaro 
Editor 
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HARRODS, 


WOMEN 


IN BUSINESS 


Meet this year’s winners! 

















Carolyn Bligh .. 20 
Susan Herbst. 24 
Mary Ellen Jones eeosves 22 
Kristen Roberts. 25 
Lisa Schwartz 26 
Catherine Smith cee. 28 
Nivea Torres 





Carol Wallace... 





The List 


Largest women-owned 
businesses in the 
Hartford region... 





Photos by 
Steve Laschever 


About the Judges .. 








COMPLETE THAT DEGREE! 


Degree completion rates in higher education have garnered much 
attention lately, with good reason. According to the most recent data 
from the National Student Clearinghouse, graduation rates are slowly 
climbing. Here are US. and Connecticut figures for all student types 


from 2014: 


Further, a multitude of other studies confirm that income and 
employment prospects correlate very highly with degree completion 
regardless of field and for all degree levels. This is why we work very 
hard at Trinity College to help students finish their baccalaureate 
and master’s degrees. In general, students who complete their 
degrees will enjoy a sense of accomplishment, greater confidence, 





‘William Barnett, PhD. 
Dean of Graduate Studies 
‘Trinity College 


and enhanced opportunities. 





sradstudy@trincolledu 
Inttpy/eradstudytrincolledu 











Trinity College 


Your Soft Skills Matter, Big Time. 


Success in business isn’t all about IQ, college degrees and technical skills. It’s also about EQ, 
common sense and soft skills. Let us introduce you to a refreshing, proprietary new 
Group Coaching service that accelerates the development of soft skills that can set your 
business free to soar in greater productivity, higher morale, stronger sales and improved ROI. 
For a Spring 2015 Course Catalog and presentation, please contact Drew Crandall today 
at 860.871.6500, dcrandall@KeepTouch.com or visit us at KeepTouch.com. 


POWERROUND..... 


www.HartfordBusiness.com 
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Women In Business 2015 





Carolyn Bligh 


Principal, Bligh Graphics LLC 


“Twas a female in the building 
industry and | was young, 
! had no gray hair, 
not a lot of experience, 
but had a boatload of 





Carlyn Bligh, shown 
with her mentor, 

her mother, 

Barbara Reibing, 


Bligh finds success putting clients first 


By John Stearns 
Special tothe Hartford Business Jour 





hhen Carolyn Bligh decided to leave her graphic design job 
ata large northeastern architectural firm and open her 
‘own business — something she never envisioned doing 

—she did it with the confidence instilled in her by her parents. 

“Twas a female in the building industry and I was young, I 
had no gray hair, not a lot of experience, but had a boatload of 
enthusiasm and I believed in myself and my ability,” Bligh says 
looking back on her plunge into entrepreneurship just over two 
decades ago. 

She was 28, six years out of college and coming off her first 
job. She had not moonlighted while at what was then Russell 
Gibsonvon Dohlen (RGvD) and had no clients when she founded 
Bligh Graphics LLC. 

“Lwas just, ‘Let's do this; ” says Bligh, who turns 50 on April 
Mandisas enthusiastic as ever, but with 22 more years of expe- 
rience in what's now called visual communications design, 
which also includes branding services. 

Bligh's clients are mostly in architecture, engineering, con- 
struction and real estate. 

RGvD was her first client — and where she met her architect 
husband, Jeannét Bligh. The first big client she landed on her 
own, BVH Integrated Services engineering firm in Bloomfield, 
still uses Bligh. 

“They pretty much started my business,” she says. 

Jeann6t was instrumental, too, leaving RGvD in 1994 to help 
Bligh, complementing her skills with his strengths in finance, 
organization and writing. He did that for 17 years, then re-entered 
architecture before joining BVH last fall in technical communi- 
cations. They have two children, Matt, 18, and Anna, 14, 

Getting her start in building and design fields taught Bligh 
the industry and served her well in business, including helping 
the Construction Institute at the University of Hartford, where 
she worked on the group's rebranding campaign with its then 
assistant director, Deborah Laviero. 
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Laviero, now vice president of organizational development at 
OFT, a commercial office furniture dealership in Newington, still 
works with Bligh, whom Laviero says has been instrumental in 
OFT development. 

OFT has used Bligh to help with brand awareness for the 
last 14 years, Laviero says, calling her a ‘very strong busi- 
ness partner.” Bligh does external work for OFT and internal 
communications. 

“I think she really listens to the client's goals and she has 
avery unique way of delivering to the need ...,” Laviero says. 
“She's so detail-orientated and so creative and unique with her 
approach. [always say she's fun, she's fresh, she's fabulous with 
her deliverables. The detail that she puts into it, it just takes 
so much of the effort away from me and it frees me up to doso 
many other things.” 

Bligh poursherselfinto her work, acknowledging long hours 
working from her Simsbury home. But she loves the projects, 
striving to do great work every time, 

“Lfirmly believe you are as good as your last job,” Bligh says. 

“I take it very serious when [clients] have faith in me and 
trust in me. I cherish that and I do not want to disappoint my 
clients,” she added. 

‘That includes responsiveness, she says, recalling aterm she 
‘once heard: FUBB, or Follow Up Beyond Belief. It's her mantra. 
‘She returns calls and emails within 24 hours, “no question.” 

Key to success, too, has been diversifying her services, not 
Just designing logos, brochures or websites, but also doing 
social media, interviews for clients and more. 

It'salso important in business to know your limits, she says. 

Bligh’s energized by mentoring and guest lecturing students 
ather alma mater, the University of Hartford, where she also sits 
on the Alumni Board and lauds the school’s positive impact on 
her career. Shealso volunteers for numerous organizations and 
is Connecticut chapter president of the Society for Marketing 
Professional Services. 

“That is a huge part of who I am and my business,” Bligh says 
of giving back. 7 


enthusiasm and | believed 


in myself and my ability. a 























iderful mentors, 
js been with 


Learning from her 

for work, and for life decisions as well. She has also 
been a tremendous resource of knowledge that 
can tap into, especially as a woman in busines: 
Having someone always there for you, and believing 
inyou, makes you feel that anything is possible. 
‘There is nothing you can't do witha great mentor in 
your life. 


How do you mentor your staff? 


I mentor by being open, honest, sharing and caring. 
Being a good role model, and staying positive. Very 
often, you learn just as much yourself, and about 
yourself, through the act of mentoring. 


What advice could you offer to people 
thinking about being a mentor? 

believe the greatest gift you can give someone 

is inspiration. Mentoring can be the way to give 
that gift, and by mentoring you are privileged to 
give that gift. Pope Francis has a great motto | get 
inspired by, “People first, and then everything else 
follows.” If we believe in people, help people, and 
inspire people, we will be a better world, Acting on 
opportunities to help people is the start. | bet there 
are many people who don’t even realize they are 
already mentoring others, and that is great. You 
don’t need an official title, or program, you just 
need to share and care about helping people be the 
best they can be. 
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susan Herbst 


President, University of Connecticut 


Women In Business 2015 






Susan Herbst, 
shown with her 
mentor, Dr. 
thu Katz, 


Herbst grows UConn’s research-university credentials 


By John Stearns 
Special othe Hartford Busines Jura 





niversity of Connecticut President Susan Herbst rel- 
shes being the first woman president in the school's 
134-year history. 

“It feels great and I think about it all the time,” says Herbst, 
52, who was hired in Dec. 2010 and arrived at UConn the fol- 
lowing June. 

Female students tell her they're glad to have a woman pres- 
ident and express interest in knowing more about obtaining 
leadership positions, she says. 

“So I'm reminded about it all the time by our own students 
who are very much excited by that and think inspired by that,” 
Herbst says, “So I take it as a point of pride for the place and a 
real responsibility here.” 

Herbstis among asmall class, though; women head about 14 
percent of research universities like UConn, she says, and the 
percentage has been flat. The number of women leaders every- 
where, including at universities, should better reflect women’s 
share of the population, but it could take another generation 
ortwo, she says. 

“I think it's still very hard for women who are raised to be 
nice and to not argue and to kind of go along and not make 
waves,” Herbst says, adding that leaders in small or large orga- 
nizationsneed to speak up, make the right and sometimeshard 
choices and not worry about being liked. 

Important for leaders at any level, she says, isto “know what 
you don't know” and be careful who you hire and promote to 
fill those gaps, she says. 

“Llove to hire excellent people and then stay out of their 
way,” says Herbst, whose administrative career was launched 
while serving as political science department chair at North- 
‘western University, where she worked from 1989 to 2003, before 
stints at Temple University, University at Albany-State Univer- 
sity of New York and the University System of Georgia. 

‘Herbst has strong leadership skills, according to Coleman 
Levy, a partner at Hartford law firm Hinckley Allen and chair- 
man of the UConn Foundation board. 

“She's a true leader and a visionary,” Levy says. “And she's 
gota vision for the university of what it can and will be, and in 
the true sign of a great leader, she has surrounded herself with 
terrific people in the administration of the university.” 
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Levy said Herbst is totally integrated in and with the 
university. 

“Her skills are exceptional. ... Susan does nottolerate fools. 
She's a great advocate of the university in all of its facets and 
academics are of an absolute top priority of hers,’ as evidenced 
by the increase in the number and quality of faculty. She's the 
right leader for UConn’s aim to be among the country’s top-tier 
public research universities, he says. 

Herbst considers the addition of 200-plus faculty across all 
disciplines among her proudest accomplishments. She's target- 
ed 300, but says state budget constraints will make thatharder 
orslower to attain. 

“Every new faculty member you bring, not only doesit boost 
the amount of research that you do and your international repu- 
tation, but most important to us, we serve the students better, 
wereduce class sizes, which we have done .,.and wehavemore 
course offerings,” she says. 

“Tthink a university is all about great balance — and bring- 
ing new scholars, new faculty, new leaders to any university 
really enlivens it,’ she says, emphasizing the importance, too, 
of retaining talented people. 

Herbst, who completed a three-year term on the American 
Council on Education board of directors in March, has a full 
plate overseeing UConn campuses and UConn Health and John 
Dempsey Hospital, with a combined $2 billion-plus operating 
budget, almost 10,000 faculty and staff, and 31,000-plusstudents. 

She's also leading implementation of Next Generation Con- 
necticut and Bioscience Connecticut, the former to expand 
educational opportunities, research and innovation in science, 
technology, engineering and math. The latter includes health 
center expansion, more research laboratories and building and 
increasing business incubators. 

Herbst also is overseeing relocation of UConn’s West Hart- 
ford campus to downtown Hartford by fall 2017, helping further 
revitalize the Capital City and link UConn with the city center's, 
arts, science, library and entertainment attractions. 

Herbst is proud, too, of UConn's No. 19 placement in U.S. 
News & World Report's ranking of best public universities. The 
school was No. 38 in 2000. Additionally, applications and SAT 
scores of incoming freshmen are rising, The improvements are 
atestamentto the great work by many, said Herbst, who is mar- 
ried to Doug Hughes and has two children in college, Rebecca 
and Daniel. . 


I think a university is 
all about great balance — 
and bringing new scholars, 
new faculty, new leaders 
to any university 


really enlivens it. 


Who is your mentor and why? 


Ihave had many mentors, administrative and 
academic, since | began as a college professorat 
Northwestern University. But if! had to choose 
one, it would be Dr. Elihu Katz, who teaches now 
at the University of Pennsylvania and the Hebrew 
University in Israel. He is one of the most important 
social scientists in the world, and he taught me how 
to approach social and political issues with powerful 
‘analytic frameworks. It is very difficult to decide on 

topicfor one's dissertation, which will eventually 

Tbecome Gra {goes well!) a book or set of scholarly 

flicles. This leads to a university professorship and 

e.. higher education. Elihu was an inspira- 

tion and taught me the basic theoretical approaches 
use in research and teaching to this day. 


ie 

How do you mentor your staff? 

“Tam fortunate to have a highly experienced group 
Of colleagues at this point in my career, who serve 
smy "cabinet” at the University. People at this 
Tevel oftheir careers —vice presidents —_do not 
need mentoring of the sort that more junior profes- 
sionals do. But of course |help them to operational- 
izemy vision for the University, and support them 
as they do their jobs in areas from student affairs 
and athletics to facilities and research. Ihave been 
fortunate to attract excellent people who could go 
anywhere —to any public or private research uni- 
versity in the nation. And they need the support to 
act autonomously, imaginatively, and with power, in 
their domains, in addition to helping each other, as 
we run the university together as a team. 


What advice could you offer to people 
thinking about being a mentor? 


The key aspects of being a great mentor are 
honesty and support. You must be willing to have 
a “heart-to-heart” discussion — or maybe many 
such discussions — about their true strengths and 
weaknesses, so that they don't find themselves in 
the wrong profession or subfield. If they are in the 
appropriate field, you must enable them to know 
their skillset, learn how to grow it, and also how to 
articulate what they do well. They need to know 
themselves, and also be able to explain their real 
value to colleagues and employers alike 
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Mary Ellen Jones, shown with two 
individuals she is mentoring: ric 
Brenson, customer support engineer 
forthe KC-6 tanker, and Julie 
Cabrera, communications specialist — 
PW Global Supply Chan, 





Seizing opportunity, Jones takes off within Pratt’s ranks 


By John Stearns 
Special tothe Hartord Business Jura 





ary Ellen Jones, vice president of Asia Pacific and 
China sales forPratt & Whitney Commercial Engines, 
stands out in business, is an extraordinary person 
and an inspiration. 

‘That's how Megan Torrey, executive director of the World 
Affairs Council of Connecticut, describes Jones, who assumed 
her current Pratt role in January, where she's responsible for 
selling engine products and services in one of the fastest-grow- 
ing parts of the world. 

“Inall of our contacts that we've had with her through the 
World Affairs Council, she's always stood out as someone 
who is a strong example of a leader, not just a woman, but ... 
someone who has the ability to excel in business, succeed in 
their chosen career butalso stay extremely grounded and very 
relatable and really set that example that you want to follow 

Torrey says. 

Jones, 55, has been a guest speaker for the World Affairs 
Council and speaks occasionally on leadership, particularly 
‘women's leadership roles. 

“The prime message that I get across is that it's OK to not 
necessarily be liked or to be popular all the time,” said Jones, 
who has been with Pratt since 1983 in myriad capacities, 
including president of the Engine Alliance, a joint venture of 
Pratt & Whitney and General Electric, and working asa Pratt 
& Whitney vice president in Toulouse, France, where Airbus 
is headquartered. “I think women sometimes feel that we're 
really looking for consensus and we want people to like us. 
Butthe respect function isjustas or more important, So ... you 
kind of have to fight for what you think is the right position. 
‘Thatmay make you unpopular and people may complain about 
you, but that's what you have to do. It can't always be consen- 
sus. .. [think not being afraid to recognize that is important.” 

Other advice she offers, to men and women alike, is to ask 
for what you want or figure out a way to get it. 

“There's no benevolent angel out there who's going to tap 
youon the shoulder and let you know when the right job comes 
along,” says Jones, who also chairs the Connecticut Airport 
Authority. “It's something you have tobe on the lookout for, you 
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have to network, you have to observe and then find somebody 
who can beamentor or a sponsor for you and help you kind of 
figure out apath. Ithink too often in the past ... women would 
Kind of expect to be rewarded, rather than realize you really 
Kind of need to go after what you want.” 

‘Mentors influenced Jones’ career when she joined Pratt & 
Whitney as assistant director of government relations in its 
Washington, D.., office. Now, Jones formally mentors about 
adozen company employees, more informally. 

Her government affairs position exposed her to Pratt & 
Whitney's customers in government and to company execu- 
tives who visited Washington. That visibility led her to work 
asa speechwriter for the company’s president and broughther 
to Connecticut. 

Her Washington experience taught her she enjoyed exter- 
nal contact with customers and she morphed into a commu- 
nications manager working with media. That position also 
required contact with the company’s commercial sales and 
marketing team, understanding and dealing with the product, 
she says, That led to role working with customers on contrac- 
tual issues and eventually into sales. 

She travels extensively and had been to Asia three times 
this year through February. Having a son in 1996 as she was 
entering sales, her husband, Steve, helped provide balance. 

“My husband ... is the hero of all of this because he's just 
been extremely flexible and supportive,” Jones says of the 
logistics and packaging engineer at Pratt & Whitney. Their son, 
Michael, is a freshman at the University of Michigan. 

Her first year in her current role went well with the com- 
pany garnering about 56 percent market share of the Airbus 
‘A320neo family engine market in 2014 salesin the Asia-Pacific 
region. That's a function of a strong sales team and excellent 
product, she says. 

What's worked for Jones? A positive outlook for one, some- 
thing she seeks in new hires and mentors. 

Also key: being respectful, inclusive and giving proper 
credit. Nobody accomplishes anything alone, Jones says. 

And.roll up your sleeves. 

“You can't skim on the surface, you can't just delegate, I 
think you have to be willing to get your hands dirty as well,” 
shesays. 








Mary Ellen Jones 


Vice President, Sales — Asia Pacific and China, 
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Who is your mentor and why? 

‘had two key mentors at the'start of my ca 

Pratt & Whitney. (began with P&W Ween 
D.C. as the assistant to the director of government 
relations. Both he and his boss, the VP for P&W 
Washington Operations, gave mea lot of latitude 
to enhance my role and take initiative. | attended 
and reported on congressional hearings and par- 
ticipated in meetings with members of Congress 
and with P&W executives visiting Washington. The 
responsibilities and visibility there opened the door 
to my next opportunity at P&W headquarters in 
Connecticut. My mentors put a lot of trust in me, 
which built my confidence and instilled a great deal 
‘of company loyalty. 


How do you mentor your staff? 


I try to be as accessible as possible and provide 
real-time coaching and feedback. Mentoring also 
‘means empowering my team, which is important 

in overcoming the challenge of our travel schedules 
and various time zones. | also mentor a number of 
people outside of my organization and always coun- 
sel them to seek opportunities that will make them. 
excited to come to work every day, nat just some- 
thing to check a box. Networking is important, asis 
stepping outside of your day-to-day responsibilities 
to engage in initiatives such as employee satisfac- 
tion teams, charitable activities and other areas 
that let you use different skills and expose you toa 
different set of people. 


What advice could you offer to people 
thinking about being a mentor? 

Be available, share what worked and didn’t work 

for you in your career — because it isn't always 
smooth sailing — and be prepared to provide honest 
feedback. 
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DIGITAL MARKETING can 


target your customers 
down to their die-hard 
love of yard goats 
with a penchant for 
fine wine and crazy 
roller coasters. 


Now, that’s money well spent. 


By incorporating a digital marketing strategy into your overall 
marketing plan, you will make your marketing dollars work harder 
for you. It will help you reduce waste and reach your specific 


audience - yard goats and all. 


The Pita Group has the expertise in both digital and traditional 
marketing to help you achieve the kind of success you want in 


this new digital world. 


Stop wasting your money and call us today 
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with her first mentor, 
Attorney Michael Dowiey. 
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Roberts leads Comcast’s community outreach 


By John Stearns 
steams @HartordBusiness com 





munity investment for Comcast's western New England 
region, is a master networker and connector and face of 
the company, according to one of her staff. 

“She not only knows everyone and is very entrenched in the 
community and the business world in Connecticut, but she also 
goes out of her way to connect people,” says Laura Brubaker- 
Crisco, director of public relations at Comcast's regional office 
in Berlin. 

Roberts genuinely wants to help nonprofits and businesses 
she works with be successful, Brubaker-Crisco says. Addition- 
ally, Roberts serves on several boards of directors. 

“She also always is championing Comcast businesses,” 
Brubaker-Crisco says. *... You'll find her at networking events 
or chamber meetings or nonprofit partner types of events whip- 
ping out her iPhone and showing off the latest Xfinity products 
+50 she evangelizes the Comcast product offerings as well.” 

Inherrole, Roberts, 47, oversees community investment and 
public relations for the company in Connecticut, western Mas- 
sachusetts, Vermont and the Carmel, NY, area. She is also a 
company spokeswoman. Roberts is proud of the relationships 
she's built with nonprofits over her 13 years at Comcast and mak- 
ing a difference in communities the company serves. 

‘Roberts started with Comcast in 2002 as public affairs man- 
ager for Connecticut, and gradually moved up the ladder until 
she was promoted to her current role in 2010. 

“Since I started at Comcast, my role has always been rela- 
tionship-building.” says Roberts, who grew up in Middletown. 

Comcast builds those relationships to last, she says. 

“We don't believe in just writing a check and moving on,” 
Roberts adds. 

She points to the Urban League of Greater Hartford as an 
example ofa strong community partnership, noting in an email: 
Comcast's vice president of marketing sits on the Urban League 
board, the company powers the Urban League's computer lab 
with Xfinity services, the marketing department supports the 
organization's Equal Opportunity dinner, the league is the ben- 
eficiary of a Comcast Foundation grant and the two partner on 
conquering the digital divide through the company’s Internet 
Essentials program. 
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Says Roberts, “We really work hard at connecting all the dots 
to have sustainable relationships and build business relation- 
ships at the same time.” 

Roberts also is proud of building a regional community 
investment and public relations team, which was previously 
managed at the division level. The team handles media relations 
and pitches national and community news to local media. 

Roberts began shaping her relationship-building and net- 
‘working skills as a paralegal for a small law firm in Middletown. 
She worked there part-time while getting her bachelor's degree 
at Central Connecticut State University, after which she worked 
full-time. She then went on to earn a paralegal certificate at the 
University of Hartford. 

Her law firm boss encouraged her to get involved in events 
and projects with people her own age because the firm was 
small and he didn't want her to miss out on opportunities. So 
she joined a new chapter of the Middletown Jaycees, working 
as public relations director promoting community events, then 
joined the Central Connecticut Paralegal Association, partici- 
pating on its programming committee and organizing events. 

“Hard work paid off,’ she says, noting she was elected presi- 
dent of both groups. 

Working full-time at the law firm, she obtained her master's 
inpublic administration at the University of Hartford. She later 
joined astartup HMO, MedSpan Inc., as paralegal in contracting 
and compliance in 1998, became marketing consultant in 2000 
and community relations manager in 2001 before joining Com- 
cast, She heard about the Comcast job through Larry McHugh, 
president of the Middlesex County Chamber of Commerce, 
‘when she sat on the chamber's board. 

Roberts recommends women get involved with volunteerism, 
whether on work projects orin the community, “but something 
that takes them out of their comfort zone to help them grow as 
individuals and leaders. And most important is to really build 
that network of colleagues within and outside your organization 
and even within and outside your industry.” 

Roberts also takes a lot of pride being amom of a9-year-old 
girl after years of fertility struggles during her early years at 
Comcast. That's her biggest accomplishment, she says. 

“Iwas determined to have a baby andit paid off” Robertssays. 
“Lfeel so proud to work fora company that supported me during 
some difficult years and it's really a passion of mine now to make 
sure that all women feel supported in the workplace.” . 
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Who is your mentor and why? 


I didn’t realize at the time that my first boss, Attor- 
ney Michael Dowley, was my first mentor. I worked 
at his law firm part-time while in college and then 
full-time. He continuously supported my career 
advancement and professional development and 
afforded me the opportunity to pursue my paralegal 
and Master's degrees. 


He loved to share his knowledge and I absorbed as 
much as could from him every day. He instilled a 
family-like culture in a fast-paced environment. | 
enjoyed the variety of the work and that he involved 
me in some projects that were challenging and oth- 
ers that became routine where | was able to work 
independently. 


My passion for community involvement started 
there. He encouraged me to get involved in 
community organizations so not to miss outon 
networking opportunities with other young 
sionals. 


Dowley supported me persofally and pre 
sionally—then and stillttoday. 
experience and skills lleamed 


How do you m 


Ihave regular one- 

and support their in 

where we review short-and long: 

plans for development. Whether through programs 
at Comcast University or industry organizations, | 
support their professional development and encour- 
age networking within and outside the company. 


Additionally, challenge them to stretch themselves 
outside their comfort zones; for instance, getting 
involved ina nonproftt organization to strengthen a 
desired competency like taking on a treasurer's role 
to help develop financial acumen. 


What advice could you offer to people 
thinking about being a mentor? 


Be authentic and listen. Care and support career 
development and provide both recognition and 
constructive feedback to help their mentee grow 
personally and professionally. 
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Schwartz's late-career transition pays dividends 


By Sheena Butler-Young 
Special tothe Hartford Busnes Jura 





isa Schwartz is the go-to credit card processing con- 

sultant for St. Francis Hospital, Connecticut Children’s, 

Medical Center, Goodwin College and Hartford Stage 
and generated more than 100 new accounts in 2014 alone. 

When Schwartz became a consultant for Glastonbury- 
based Integrity Merchant Solutions — a firm that specializes 
inassisting merchants with their credit card processing activi- 
ties —six years ago, she was transitioning from a 20-year-long 
career in retail managing multi-million dollar accounts for 
major department stores. 

While switching career paths late in the game might intimi- 
date some, Schwartz said she was confident that she could 
take the skills she learned at big retail companies like Macy's 
in Atlanta and G. Fox in Hartford and turn them into a suc- 
cessful career helping businesses save money on credit card 
processing. 

“came to Integrity knowing nothing and making zero dol- 
lars because my position is commission-only,” said Schwartz. 
“But was able to build a business that is quite rewardingboth 
financially and professionally” 

Last year, Schwartz was the second-highest producing 
sales person at IMS and her clients include large Connecticut 
hospitals, the Hartford Dental Society, major regional account- 
ing firms and nonprofits like TheaterWorks and Special Olym- 
pies of Connecticut. 

Before her transition to the credit-processing industry, 
Schwartz spent five years at Macy's where she earned an 
accelerated promotion from the company’s entry-level execu- 
tive training program to buyer; she later served as a regional 
manager of cosmetics responsible for a $63 million territory 
at G. Fox. 

For Schwartz, several principles have driven her career: 
problem solving with a sense of urgency; building and main- 
taining a strong team; being a mentor who likes to see others 
shine; and persistence. 

Regarding persistence, Schwartz.said she'shadto be unre- 
lenting in every position she's held in order to be successful. 


26 Heenrono Busness Journal © April 6, 2015 


“There's areal ‘never giving up’ approach to my career; I'm 
like a bull dog —I won't let go,” Schwartz said. 

Sean McGrail, founder and president of IMS, said it can take 
anywhere froma day to ayearto snag some clients in the credit 
card processing industry. 

“There's a lot of touches and contact before someone ulti- 
mately becomesa client,” explained McGrail. “Lisais filled with 
fire and enthusiasm; she's aggressive in her sales approach in 
that she doesn't give up.” 

‘McGrail said Schwartz's high level of professionalism and 
strong follow-through are also key contributors to her ability 
toland and maintain clients. 

“Tmnicely persistent,’ explained Schwartz of her strategy. 
“Twon'thound customers but I will stay in touch.” 

Even with a heavy workload and a demanding client base, 
‘Schwartz said she's made it a priority to create work-life bal- 
ance. To that end, she said she always carves out time to vol- 
unteer with local nonprofits. 

Schwartz currently serves on the gala auction committee 
for three Connecticut charities: Easter Seals Capital Region, 
an outpatient provider of medical and vocational rehabilita- 
tion services; Connecticut Children's Friends, Connecticut 
Children’s Medical Center's volunteer organization; and the 
Jordan Matthew Porco Memorial Foundation, a Hartford sui- 
cide-prevention foundation dedicated to the memory of Jordan 
Porco who died by suicide in 2011. 

‘Schwartz said her strong relationshipsin the business com- 
munity have helped her score items for the charities’ silent auc- 
tions and she encourages other womenin business touse their 
professional skills, when possible, for charitable causes. 

“It’s very important for work-life balance that you give back 
to the community,” said Schwartz. “You gain so much by help- 
ing those in need and at the same time you can meet so many 
great women and you can build so many relationships that it 
ends up helping you unexpectedly.” 

Schwartz's people skills, according to McGrail, are at the 
core of her career-long success. 

“She cares about her customers,” said McGrail. “She backs 
up whatshe says and that's why she continues to be successful 
and get referrals.” . 
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ther, Vernon L. Cohen, who was 
‘and a true Southern gentleman. 
@ owner of a Big & Tall men's store in 
My dad was also a mentor to my 
‘two older brothers who are respected physicians. 
Dad was patient teacher, great salesman, loving 
husband, and father. 


My dad passed away in1g96, but the lessons he 
taught me about how to treat others with dignity 
and respect have shaped my values and been the 
foundation for my success in all of my careers. 


My first job was working at my dad's store as a 
teenager and the lessons learned were invaluable. 
Every customer mattered to him, and my dad 
knew most of them by name. Dad offered personal 
customer service in store and also through special 
orders, alterations and home deliveries. Learning 
the importance of personal customer service and 
of developing strong customer relationships has 
helped to make me successful in all of my jobs, but 
especially in my current position at Integrity Mer- 
chant Solutions. 


Dad worked six days a week while doing paperwork 
at home every night. Because of my dad, | too have 
a strong work ethic and a high sense of urgency. 
My reputation is based on being there for all of my 
customers whenever they need me, 


Dad believed in giving back and was a Rotary Club 
president and Paul Harris Fellow. 


His commitment to community influenced me, and 
Inow volunteer for many organizations, including 
Easter Seals, CT Children’s Hospital, Hebrew Health 
Care and The Jordan Porco Foundation. 


How do you mentor your staff? 


I think itis important to have faith in your team and 
to be willing to delegate and to let them shine. !also 
believe strongly in educating and explaining why | 
am asking someone to do something so that they 
have a full understanding of how their work fits in 
the big picture. And it is important to be comfort- 
able surrounding yourself with the best. 


What advice could you offer to people 
thinking about being a mentor? 


Go forit! itis very rewarding to see someone you 
have mentored spread their wings and be successful 
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Catherine Smith has 
developed an informal 
mentoring relationship with 
Dara Kove, shown in the 
Photo below, a senior leader 
at the Connecticut Housing 
and Finance Authority. 
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Smith builds CT’s economic development toolkit 


By John Stearns 
{steams @HartordBusiness com 





tate Department of Economic and Community Develop- 
ment Commissioner Catherine Smith didn't take lightly 
her decision four years ago to jump from a successful, 
high-powered career in the private sector. 

How high-powered? She had been named by American 
Banker magazine in 2009 among the top 25 nonbank women in 
finance, ato. 9, and in 2010 among the 25 most powerful women 
infinance, No.7. 

‘She had enjoyed a successful career at Aetna and ING US, 
Inc, now Voya Financial Inc. but after writing the last college 
‘nition check for her two children, Smith started exploringnew 
opportunities. 

“Lalso felt that it was a moment that could look around and 
say, ‘What could I be doing that might be more in the category 
of giving back?'" recalls Smith, now 62. 

‘Whenthe DECD job became available, she was CEO of ING's 
US. RetirementServices, one of the largest defined-contribution 
plan managers in the U.S,, with more than $280 billion in assets 
under management and administration, according to her state 
biography. 

“Tt just seemed like a really good fit forme and a really good 
opportunity for me to take the skills that I been able to devel- 
op over the years in the private sector and bring them to bear 
through the public sector to help the state really get back on its 
feet,” Smith says, 

Smith touts the progress the state's economy has made since 
2011, when many companies were still reeling from the reces- 
sion. Now, more are talking about hiring and capital invest- 
‘ments, but there is still room to improve, she says. 

She's proud of the economic development toolkit known as 
the Small Business Express Program, or EXP, which launched 
inJan. 2012 and offers loans and grants for small businesses to 
spurjob creation. The program emerged froma “listening tour” 
Smith and Gov. Malloy conducted with businesses. 

One thing Smith learned in business, “is you better know 
what your customer needs are because if you don't ... you'll 
never be able to help them solve their problems” 

Connecticut didn't really have a tool like EXP, she says. 

“It was designed specifically to make it easy and accessible 
for small and young businesses ... they would get access to 


28 Hoenrono Busness Jou. # April 6, 2015 


capital, access to strategic help if they needed it, just give them. 
aleg up in the tough environment in which we were operating,” 
Smith says. 

‘The program has helped almost 1,300 companies, which, on 
average, have created about 108 percent of the jobs they said 
they would, Smith says. 

“... Capital's been deployed and lots of people have been put 
to work on account of it” she says. “It’s a remarkable and very 
good thing I think for the economy’ 

DECDis seeking about $50 million each of the next two years 
to fund the program, roughly equal to the amount spent each 
year since 2012, 

Smith also has been a proponent of streamlining public-fac- 
ing government processes in DECD and supports similar efforts 
throughout state agencies. 

Jill Adams, CEO of Adams & Knight in Avon, which does 
‘work for DECD, says Smith's leadership style stands out. 

“She's both decisive and yet inclusive,” Adams says. Smith lis- 
tens to her team and to businesses and “based on all that infor- 
mation ... she moves forward and people feel confident thatshe's, 

headed in the right direction.” 

Smith wants to make an impact and has delivered results, 
Adams says. 

“She cares very much about obviously doing what's right for 
the state, but at the same time it's also about doing what's right 
for the business community — so it's that win-win I think that 
really defines Catherine in the sense that she's always looking 
for what is truly in the best interest of all the parties involved,” 
Adams says. 

‘Smith is married to Peter Maxson and has two grown chil- 
dren, a daughter, 28, getting a doctoral degree in clinical psy- 
chology and son, 26, who's doing disaster-telief workin the Phil- 
éppines and is headed to grad school in landscape architecture. 

Some tips she shares? 

“Always find opportunities that build upon your strengths” 
she says. “If you take from one opportunity to the next a set of 
new skills and build upon the skills that you already have, you 
end up with a quiver of arrows... that gives you alot more down, 
the pike. 

‘Most important, “You need to do your best. If you're not 
working hard and not putting your best foot forward in your 
Job, you're never going to get recognized or have people want to 
help you move up the ladder.” . 





alot more down the pike. 


Who is your mentor and why? 


Ihave had the benefit of a number of mentors over 
my career —people who had tremendous influ- 
ence over my development, decision making and 
effectiveness. One of the most memorable was a 
woman | worked with early in my corporate career. 
While only a few years older and further along in 
her career, she taught me a lot about how to fend 
for myself in a male-dominated environment; she 
opened doors or helped nudge me to open them 
myself; and importantly, she "lead by example," 
demonstrating the enormous value of a mentor 
and helping me decide that | would lend a hand to 
others. 


How do you mentor your staff? 


Lama firm believer that experiential learning leaves 
the longest, most lasting impressions, In mentor 
ing people on my team or others, Ihave ti 

Use real-life situations to help people beco 

effective leaders, learning from both suce 

mistakes. 


Since joining government, where mentor 
much less formal and leadership develo 
not as much of a focus as itis in the priva 
have had fewer “formal” mentees, inst 
ing ongoing conversations wit 

their careers, issues they are facing int 
and personal development. The photo 
Dara Kovel, a senior leader at the Conn 
ing and Finance Authority with whom 

an informal mentoring relationship 


find their own mentors and find ways tohone their 
leadership skills. 


What advice could you offer to people 
thinking about being a mentor? 


The greatest thing about being a mentor, is that you 
can learn too! Atits best, both parties learn some- 
thing new and find ways to grow. Try it and see! 





www.HartfordBusiness.com 








Women In Business 2015 





Nivea Tors, holding a photo of he with her 
mentors Nivea, mile, hee mothe, Nivia Josefa La 
Tore, at right, and Dr, Xae Alicia Reyes, UConn 
professor, at ett. 


Torres’ leadership provides students with career track 


By John Stearns 
Special tothe Hartord Busnes Jour 





deeply personal approach to her job as superintendent 
of the Connecticut Technical High School System 

(CTHSS), which she and her staff are tirelessly aiming to put 

atthe forefront of career and technical education nationally. 

First as interim superintendent since Jan. 2013 and then as 
permanent superintendent since Feb. 2014, Torres has poured 
herself into the job overseeing 20 schools with about 11,000 
full-time high school students, 5,500 part-time adult students, 
2,300 employees and a $156 million budget. She has overseen 
five school renovations exceeding roughly $400 million, includ- 
ing reopening J.M. Wright Technical High School in Stamford. 

She's driven by her passion for education and the memory 
of her younger brother, Juan “Juanito” Torres, who died in a 
tragic accidentiin 1999. He was 18. 

“Lwant to be the voice, I want to be the advocate for stu- 
dents in Connecticut,” says Torres, 45. “Lalso do this to honor 
the memory of my brother. I really believe in that, I'm a very 
spiritual person.” 

Her brother was considering taking classes to become an 
automotive technician and envisioned possibly opening his 
own automotive shop, Torres says. 

“wanted to help him dearly get to that point,’ she says. “I 
just want to see that other youngsters like him are able to fulfill 
their plans and get to where he was not able to get.” 

‘Torres’ tight-knit, small family includes her mother, older 
sister and nephew, who's 23 and like a son. She was born in 
Puerto Rico and speaks English and Spanish. 

She entered education by accident after studying foreign 
service and international politics at Penn State University, 
envisioning working in law or in an embassy as a foreign ser- 
vice officer, Returninghome for a break and expecting to apply 
for law school in the mainland, she answered a job posting in 

1993 for an English as a second language (ESL) teacher at an 
adult technical college and loved it; she chose education for 
hermaster's degree. 

She got that, working as an ESL teacher for adults and 
young students in Puerto Rico until 1998, when she visited a 
cousin in Windam, and saw a job posting for an ESL teacher in 
the public schools there, She was hired, teaching ESL to high 
school students for two years before becoming coordinator 


N ivea Torres brings a focused, professionally driven and 
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of bilingual programs for the district, which she did for seven 
years while earning her Ph.D. in curriculum and instruction at 
the University of Connecticut. 

‘The superintendent then asked her to become principal at, 
alow-performing K-4 school. She loved it, calling it one of her 
most rewarding jobs. 

“On your worst days, you can go into a kindergarten class- 
room and those kids will make you feel like you're a star,” Tor- 
Tes says. 

She turned the school around, dramatically improving 
student performance in three years and reaching “safe har- 
bor" under the federal No Child Left Behind act. Meeting that 
challenge, she sought another, which brought her to CTHSS 
as assistant superintendent for curriculum instruction in 2010 
before becoming interim superintendent. 

She's proud of the community and teamwork she's helped 
establish at CTHSS, creating a feeling amongstaff thatthey're 
part of something great and making adifference atastate level. 
‘She emphasizes the Women In Business awardisn'thers, but “a 
testament of what we have been able to accomplish together.” 

She's also proud of increasing the district's visibility and 
recognition. 

“There's still some misconceptions about career and tech- 
nical education and what we do ...,” she says. “This is very 
high-tech, very project-based for our students, there's a lot of 
technology, there's a lot of academic rigor and instruction in 
our technical high schools, state-of the-art equipment.” 

Students leave with a diploma and trade credential 
equipped to work at a good technical job or go onto post-sec- 
ondary education, which more than half do, she says, noting 
CTHSS's dual mission. 

Along the way, Torres saysit’s also important for leaders to 
self-reflect constantly on what's working or not. 

“You can't expect your employees to do that and change 
their practices and behavior if you're not doing that yourself” 
Torres says. 

Paul Pita, CEO of The Pita Group in Rocky Hill, admires 
Torres’ impact on CTHSS, her management style, expertise, 
accessibility and likability. 

“She really has created a culture of greatness,” Pita says. 

“She has the great ability to manage this in a way that con- 
tinues to create results,” Pita says. “I believe she's setting up 
Connecticut to be really a leader in the technical high school 
program.” . 





Nivea Torres 


Superintendent of Schools, 
CT Technical High School System 


! want to be the voice, 


! want to be the advocate 


for students in Connecticut. 





Who is your mentor and why? 


‘Asa Latina woman and educational leader, | 
benefitted greatly from the example set by many 
impressive women who | met along the way and 
Who instilled in me courage, determination, and 
confidence. But none more impressive than my lov- 
ing mother, Nivia Josefa La Torre, for itis from her 
that I learned to have a strong work ethic, humility, 
and a respect for all individuals. 


My advisor for my doctoral dissertation, Dr, Xaé 
Reyes reminded me of the pride I need to feel as a 
Latina woman and how | could use my position to 
help others within the community to grow and excel 
as professionals. 


My gratitude to Dr. Ann Anderberg who was my first 
supervisor when | moved to Connecticut 28 years 
ago. Dr. Anderberg believed in me and my abilities 
as an educator when | doubted myself. llearned 
from her the value of quality bilingual education and 
the need to address issues of equity for all students. 


How do you mentor your staff? 


I try to develop my staff through the concept of 
‘teamwork and collaboration. |believe that asa 
leader, | must model for my staff the values and 
qualities that create a successful organization and 
work environment. To me these include teamwork, 
mutual respect, and coming together around a 
common vision. 


What advice could you offer to people 
thinking about being a mentor? 


Think about your strengths and how these can bet- 
ter serve others around you. Constantly self-reflect 
on your own growth as a leader and you will see 
that as you grow, so do those around you! 
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(Carol Wallace shown with a 
photo of herself and her 
father and mentor, 

Floyd Wallace, Jr 


Wallace's focus on people, profits drives Cooper-Atkins 


By John Stearns 
‘Special tothe Hartford Busienss Journal 





arol Wallace has a clear guiding principle running her 
Middlefield-based company that makes temperature- 
monitoring instruments for food-service, health care and 
industrial users around the world. 

“Ithink I try to treat people the way that I would want to be 
treated,” says Wallace, CEO of Cooper-Atkins Corp. forthe past 
2 years. 

‘That includes giving clear direction, sharing her vision forthe 
company, giving employees room to execute that vision, help- 
ing them learn, treating them with respect and demonstrating 
she cares not only about their work but who they are as people. 

“I grew up with my mom always talking about the Golden 
Rule and doing unto others as you would have them do unto 
you,” Wallace says. 

Her late-father, who bought the business in 1960 and ran it 
before her, followed the same rule, she says. 

While business success is important, it'snot all thereis, says 
Wallace, 60, whois married to Michael Jewczyn, hastwo grown, 
children, 32 and 34, and three grandchildren. 

“It's not all about the money, that's for sure ... butit's about 
the lives you touch along the way, too,” she says. 

Brenden Healy, tax director at Whittlesey & Hadley PC, says 
“gracious” is one of the best words to describe Wallace. 

‘That trait applies to how she treats vendors, customers, 
employees and the community, volunteering many hours tonon- 
profits and demonstrating generosity with money andtime, says 
Healy, whose company does accounting work for Cooper-Atkins, 

“She's hardworking, she's talented, she's intelligent, she's a 
great role model for women in business — for anyone in busi- 
ness, really,” Healy says. 

Cooper-Atkins is about a $40 million company, as measured 
in annual sales, Wallace says. 

When the company has a good year, she spreads profits 
through employee bonuses. That sharing, plus the work envi- 
ronment and ability to grow with the company have contributed 
to employee loyalty and very little turnover. 

‘The company has been rewarded, too, from the outside. It 
‘was one of 65 firms that received the president's “E” Award for 
Exports last year, which the U.S. Department of Commerce calls 
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the highest recognition any US. entity can receive for signifi- 
cantly helping increase American exports. Wallace received the 
award in Washington, D.C., from US. Secretary of Commerce 
Penny Pritzker last May. 

At the time, Wallace called exporting the foundation of her 
company's sales growth, citing a 36 percent increase in export 
sales in the prior four years. 

‘The company employs about 105 people in Middlefield 
and about 45 others at small offices outside Cincinnati and in 
Gainesville, Fla,, and in sales positions globally. 

Cooper-Atkins food-service clients include fast-food giants, for 
‘which the company makes thermometers to measure the tempera- 
ture of food asit's being refrigerated and prepared. In health care, 
company equipment monitors the temperature of vaccines and 
blood storage. On the industrial side, it makes temperature and 
‘humidity devices for HVAC contractorsto ensure air-conditioning 
and refrigeration units work properly. Products range from basic 
technologies to wireless temperature-monitoring systems. 

Wallace never envisioned running the family business; she 
thought her older brother would. But after her brother left the 
company to pursue something different in 1989, her father called 
hherin 1991, askingif she would oversee manufacturing backhome. 

At the time, she worked in Michigan for a manufacturer 
of petrochemical pumps as director of materials overseeing 
purchasing, production control, inventory, warehousing and 
production scheduling. Before that, she worked in Boston and 
Southern Californian positions including manufacturing oper- 
ations and production control after graduating from Middlebury 
College in 1977 with a biology degree. 

Her early work after college included struggles gaining the 
same respect as male colleagues. She says she survived the 
period with a good sense of humor, excellent work and treating 
people well. 

When her father called with a job offer, she welcomed the 
chance to return home, be near family and work for her father. 

‘The work was similar to what she had done elsewhere and 
she was able to learn a lot from her father in the 13 years they 
‘worked together before he died in 2004. 

She feels it's important for women in business to share the 
experiences they've had—thetrials, tribulations and triumphs 
—to hopefully help other leaders “maybe skip over a couple of 
potholes” . 


you touch along the way, too. 
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that’s for sure. 





















but it’s about the lives 


Who is your mentor and why? 


My Dad was my mentor. |had the opportunity to 
‘work with him for 3 years before he passed away 

in 2004. We always had a great relationship as | was 
‘growing up (fishing trips into the wilds of Canada, 
playing tennis), and when he asked me to come 
home from Michigan, where | was director of mates 
rial fora pump manufacturing company, to.hélp him * 
run the family business Cooper Instrument Corp, a5 
itwas then known, Iwas delighted. 


Dad quided me with the fundamental rule that one 
should always treat people as you wanted to be 
treated. As a result, | followed his lead, got to know 
all the people at Cooper by name, and got to know 
abit about them by asking about their families 

and their lives outside of work. He showed me 

that respect in the workplace translates to a better 
quality of life all around — more willingness to share 
ideas and a higher sense of accomplishment. My 
Dad taught me to share my vision with everyone 
and then give them plenty of room to execute the 
vision, without micra-managing, 


How do you mentor your staff? 


Itry to lead the way that my Dad did, sharing my vi- 
sion often and by providing support where needed, 
We set the overall plan for the company in October 
creating strategies to get to the financial plan, 
‘Then we spend time talking about wha 


Once the budget/plan isin pla 
monthly asa group to discu 

the prior month, and then w 
accountability for delivering on those 
each individual understands 

it's expected and therefore! 

for delivering on the plan. 


What advice could you offer to people 
thinking about being a mentor? 

‘The most important thing to do is share what you 
have learned to allow people taskip the potholes you 
found. This will make theirlearning curves smoother 
and help them get furtherin their careers faster. 
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Join us at one of Hartford’s most prestigious social events for a 
spectacular evening of entertainment with the Hartford Symphony Orchestra 


*% (Saturday, ©) Nay 16, 2015 


* * 
FOR TICKETS AND INFORMATION, CALL 860.760.7326 
OR EMAIL RSVP@HARTFORDSYMPHONY.ORG 











(@fors Cfeynahaahonankor-hriceyars} 
congratulates 

this year’s 
Remarkable Women. 





Our award-winning, full-service marketing and public 
relations team helps businesses and nonprofits break ~ CO-COMMUNICATIONS 
MARKETING & PUBLIC RELATIONS 


through the clutter and drive action. 


Make yolluell perpecily clear 860.676.4400 * www.cocommunications.com 
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Women In Business 2015 
THE LIST 


Largest women-owned businesses in the Hartford 


(Ranked by number of local employees as of March 2015) 
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Local Total 
employees! _employees/ Women owner(s) and Year 
Rank Company Local offices __Total offices Type of business percent owned founded 
‘Companions & Homemakers 
4 Bi New Brain Ove Se ye Home care service for older aduits Linda Grigerek 100% 4990 
£80.577-4948; www. companionsanchomemakers.com 
Berry Employment Group inc. 
4332 Man ct, Ste. 216 1,990 2.900 Diroct-hir, temporary stating, payoling and human ‘i 
2 sera 5 matey sting papating Say Merry 100% 1083 
'B50:564-1002; wwwjo0s-ctcom 
‘Charter Oak Building Maintenance ne: 
&) #0 ai Facilty maintenancofjanitoral sevices Kenia M. Thomas 51% 1988 
£856:423:5667; wa/cobm.net 
Nursing Services Inc. Unde Tucker 5% 
21 High St. 145 140 Licensed and certified home health care, companion’ 5% 
Beit crostis # ‘ fhomemaknglenote sends, or yy Raming 45% 1980 
860-568-8881; www.nursingservicesinc.com zi 
‘Companions for Living LLC 
‘ete Farmington Ave. Ste. 202 128 NA 
(3 PE ee Ae Home healt care Julianne Roth 100% 2005 
850-882-0802! www. companionstoriving.com 
Corporate Translations In. 
Fr Mariana St, 15 197 Provider of ranstation and linguist validation solutions ieee 
} Estee cr os100 i 2 Sicusoly forthe Me sconce nasty Mary Ge 5% 1900 
'860-727-6005; www’ corptransine.com 
Euro-American Connections & Homecare 
71290 Farmingion Ave 191 191 Home caro agency and rogistry Maggio Drag 100% 1989 
(860-829-0208 ; www.homecaredu.com 
TTech Solutions Inc 
So Stanford Br 0 152 Information technology stating, consulting and ‘ 
8 Beaten, or ocose + Na TECTURE sorviegs « Kay Lukas 100% 1995 
S8C7BPH 086; wun fachsoktions.com 
Caring Solutions LLC 
9 brag ereeoes ie a Home health care Sandra Sergeant 100% 2000 
£800:745-4026; wow CTearingsolutions.com 
The Walker Group mF 7 araged I senices, sec, vitualzaton 
20 Watersiae Br vwllees fochnologes technical avsoy sera, a 
1O Barner CP cco 4 fi Cloud hosting. backup and disaster recovery. web Katherine Emery 100% ‘988 
'50:576-0580; wun, ThoWakorGroup.com design Stating. 
Phoenix Manufacturing Ine. 
76 South oy @ 
11 See 3 “ Precision machined aerospace components Krystyna Paluch 100% 1989 
£80:745:2080; wnw:phoenicmi.ine.com 
The Pert Group 
270 Farmington Ave, Sto. 200, 0 89 Dale Lrsch 67% 
02082065 epetgroup.com 
“Adams & Knight ine. Warkaing agency ofering adveriaing, branding, PR, 
Savon Meadow Ln 7 97 Social modia cigtal mareting, strategie planning and 
13 ior croeto: i ‘i ‘Solutions for elans n heal Gare, nancial sonices piacame Se 1968 
{860-676"2300: ww adamsknight.com ‘and consumer industries, 
“Andrew Associates In. 
Solution based marketing, advertising and dest 
a ae i bi marketing serving for-profit and nonprofit clients udith Knapp 70% 1985 
800-253-0000; www.andrewdm.com nsllounse: 
Post Road Stages Inc. 
15 BSS onan Cy oy Bus transportation, tours, charter and tine service Priscila Snow 100% 1912 
380:644-1531: wn postroadstages com 
infoshred 
2 Crattrnan a4 ao ‘ 
AG 2 con ‘i Confidential document destruction and records storage Stacey J. DiPiazza 100% 1997 
'860-627. 5806; www infoshred.com 
‘ACT Group 2 a fice scant 39 pinto and commen 
20 Comma Or. smanagetnont services to thousands of busiieeses an 
47 fect. : : eeromuencrocaemntees =! Codicanda si 974 
£560.699-204" wu goactgroup.com ‘Massachusetts 
“John Michael Associates Inc. Promotional merchandise marking, branded 
Bt tolmes fd we 2 merchandise, online fufimont programe award! m 
47 iiowintos, St 06111 i i racaginn propane, ovnvade show raat, Sarak, Papa 1% 1980 
BSC.BEE°F4 Fu fmalogos.com iting, porting, corporate branding 
Technical Industries ine. 
AQ See “0 % Extrusion, injetion and blow molding Susan 0. Parent 51% 1994 
0:285-3160; ww technicalindustesine.com 
Beacon Light and Supply Co. 
180 Wainut St, P.O. Box 1998 20 % Fullineolectcal distibutor with intoret sales and Moro J. Tragor 52% iis 
Hamiords Cr 06448 2 2 residential showroom Remy i Sehwar 16% 
'850:507-8296, win beaconightsuppy.com 
Marketing Solutions Unlimited LLC 
409 Taleo Fa 25 25 
QA RR or cot10 i ; Print and direct mail Hoi Buckley 100% 1991 
850:525-0670! ww msuprint.com 
The Computer Co. inc. % = Ty seniees such as compuorneworkng, MS 
15 Comores Or coxchango. sotveraplecsrnent, vital cori he 
$560-635-6500; wut computercampany.net iovelopment-design and hosing, 
‘Sandair Systems Inc. dba Mainfreight USA 
23 winensaers! a a a Global ogistios company providing domestic and ; 
Weaer Ct 00095, a ma Thiet atitiepy nM) Em 
350.587.6848; ww mainrghtusa.com : oe 3 
Interpreters and Translators Inc. i 
guage sences: in-person iforpreting, document 
QA 28S os onus 8 § vranslon, video and telephonic nterretig, CART, c- Elba R Pagano 51% 1996 
a rit oenizaion and irancereatoh 
‘ria ne. 
Corporate horticultural services: interorscape design 
OB igre tn yy EF interor plans and greenwalls, as wall 2s urban garden Jeanne Crowe 60% 1904 
203:785-8200: www atraine. com cesonare ere panveraper 
Cafe Louise Catering LLC 
1156 Now Brain Ave ‘0 0 wang aii iiss Abide 
2G wes hensde S810 i { Catering company Louise lin 100% 1999 
‘860-561-0160; www cafelouse.com 
Darter Speciates Inc. Company web-stores ombroden, sarean and dre 
26 2isomat ae, 10 10 ‘o-garment printing of clothing/soft goods, full-color ‘Alice ©. Darter 51% 1990 


Cheshire, CT-06410 
203-699-4805; www.darterspecialties.com 


sighs and banners, promotional incentive products, 
Taser engraving, fulfilment services 





‘Source: India compari, 
‘Notas: he sata defindssman-ouned busts as one tats at ast 5 


—Compied by Roger Magnus, 
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Women In Business 2015 


About the Judges 


Rev. Dr. Shelley D. Best 


Best serves as the presi- 
dent and CEO of The Con- 
ference of Churches [TCC] 
a 115-year old Hartford non- 
for-profit with a commit- 
mentto community develop- 
ment. Her current venture 
is “The 224” a creative eco- 
space where artists, change 
agents and entrepreneurs 
work, create and lead. 

A 2014 recipient of 
Hartford Business Jour- 
nal's Women in Business 
award, and member of the 
Hartford Board of Education, Best received a Master of 
Arts degree from Hartford Seminary, a Master of Divinity 
from Yale University, and a Doctorate in Ministry from 
Hartford Seminary. 

Best travels throughout the country to lecture and lead 
seminars. With a passion for yoga, she devotes her practice 
to the mission of community transformation believing like 
‘Mahatma Gandhi we must, “be the change we wish to see in 
the world” 








Eileen Candels 


Candels is vice president 
and district manager for 
Hartford for Kelly Services, 
the workforce solutions com- 
pany. She began with Kelly 
as a recruiter more than 25 
years ago, then moved into 
positions in business devel- 
opment and management, 

Candels has been respon- 
sible for leading the Greater 
Hartford market since 1991, 
and has developed many cor- 
porate and regional partner- 
ships. She hasled the growth 
of Kelly Educational Staffing, from a small partnership with 
Bloomfield to today working with more than 50 school dis- 
tricts across the state. 

She is a past Business Advisory Council member for AI 
Prince Tech School. She is a member of HRACC, APICS, 
CBIA, and CURE. She has served on boards of the Farming- 
ton Chamber of Commerce, Business Network Group, and 
the Seniors Job Bank, and led Kelly fundraising teams for 
Making Strides Against Breast Cancer and March of Dimes. 

‘She was a member of the Hartford Business Journal 40 
Under Forty class of 2000. 


Andrea Obston 


Obston is president of 
Andrea Obston Marketing 
Communications LLC. in 
Bloomfield. 

The firm mobilizes tra- 
ditional, web-based and 
social media as tools in 
brand development, public 
and media relations and cri- 
sis communications. Ithelps 
build, enhance and defend 
brand reputations that lead 

: to business success. 
- Its subsidiary, Andrea 
Obston Crisis Management, 
focuses on helping clients pre-crisis to create crisis com- 
munications plans. It also assists clients during crises 
to manage communications. Their experience has been 
singled out by the readers of the Connecticut Law Journal 
as one of the state's premier public relations firms for the 
past six years. 
Obston is a contributing author to the 2012 book “Media 
Magnetism — How to Attract the Favorable Publicity You 
Want and Deserve.” 
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We'll helplyou stay theledurse 





Chart your course with advisors who care deeply 
about realizing your vision of success. 


At Northstar Wealth Partners, we help guide our clients on their chosen path, whatever 
life has in store. In the end, we form a bond with our clients that goes well beyond the 
strategies we develop and help to implement. 


Cur clients and their families become part of our story and our path to maintain a prudent, 
client-focused organization that operates with honesty, integrity and the belief that 
everyone has the ability to define their own success 





tner, Wealth Adv 





Romaine A. Macomb isa Partner / Wealth Advisor affiliated with 
[Northstar Wealth Partners with 26 years of experience within the industry. 
With a particular facus on investment, retirement, estate and pension 
planning, Romaine provides independent and conficfree financial 
advice ta individuals, families, foundations, endawments and qualified 
retirement plans. Her work with retirement plans includes providing 

bboth plan level advice as well as customized advice to individual plan 
participants. Romaine most recently was added to the 2015 Financial 
Times Top 400 Advisors List* and for the past two consecutive Years was 
also invited to attended the Barron's Top Women's Advisor Summit 





Let’s get to work. 


Our images will help tell your story. 





executive portraits - events - branding - products 


Foneck_ 


860.432.0130 - www,jfiereckforbusiness.com 








prepare for retirement and 
joday: 


888-886-7737 _ NorthstarWealthPartners.com 
www.northstarwealthpartners.com/meet-our-team 
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Carolyn Bligh, 
Principal, 
Bligh Graphics, LLC 


Susan Herbst, 
President, University 
of Connecticut 
































Mary Ellen 

Jones, 

> Vice President, 

Special Presentation: J Sales, Asia Pacific 
‘ & China, Pratt & 

A Conversation Whitney 

with Carolyn Kuan, 


Lisa Schwartz, 
Vice President, 
Integrity Merchant 
Solutions 
















































Kristen Catherine 


Music Director, Hartford Roberts, Smith, 
Symphony Orchestra, Vice President of Commissioner, 
Public Relations and State Department of 
Pela pte Community Investment, Economic & Community 
REYNOLDS, Comcast Development 


Executive Vice President, 
The Bushnell Center for the 
Performing Arts 











Nivea Torres, 
Superintendent, 
CT Technical High 
School System 


Carol Wallace, 
Chairman, President 
& CEO, 
Cooper-Atkins 
Corporation 







Featuring a look at the finalists of the Hartford 
Symphony Orchestra's Fanfare Competition that 
honors the power of women — a new work 
entitled Fanfare for the Hartford Woman, which 
invited composers to create a companion piece 
to Aaron Copland’s iconic Fanfare for the 


Common Man. Carolyn will illustrate the link The Luncheon'’s 


between the creativity of composition which is Emcee will be Lisa Carberg, 

similar to the creativity of marketing and special projects reporter for 

creating a business product, sonitte * eit 
Se ee nee rome meno NBC NBC Connecticut's “Be Healthy” series 


click on ‘Our Events’ CONNECTICUT 


Join us as we reflect on the accomplishments and 
THURSDAY f A ‘| 
careers of these outstanding Women in Business. 
May 1 4, 201 5 Celebrate the feats of these strong and remarkable business women being 
11:00am to 1:45pm recognized at the Annual Women’s Business Luncheon. These women are 
Connecticut Convention center senior level executives, CEOs and entrepreneurs in the Hartford community. 





CELEBRATING 8 REMARKABLE TICKETS: Single Ticket Rate $75 each; QUESTIONS? Contact Amy Orsini at 
Table of 10/$700 aorsini@HartfordBusiness.com 
WOMEN IN BUSINESS Register oni af or 860-236-9998 ext. 134 

www.HartfordBusiness.com 
Click on ‘Our Events’ 

Presenting Sponsor: Even! Sponsors 

|_—_] the 
HarvardPilgrim ASACT =-E wanes i re 
oO Health Care’ GROUP MARKETING SOLUTIONS pita, PRODUCTIONS Robinson+Cole 


Event Partners: ral 
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TOWN PROFILE COLCHESTER 
Town Hall: 127 Norwich Avenue 
Colchester, CT 06415 
(860) 537-7215 
‘ECONOMICS 
Taaraeg ey SSCS ‘Business profile 2073S) 
Popa rile 2011) 27 actor Tals Employment 
‘Wiedian age (2077) 40 Gonsiruaton 7, 783 
Households (2071) 5923 Manufacturing 70 153 
“Median FF inc. (2011) $82,522 Fetall Trade oF 308 
ey earn Foal Care and Social ASSiance Fr 810 
Population 072) “Accommodations and Food Services 25 367 
2000 Oiher Services a7, 152 
200 Total Goverment 72 775 
2017 
2020 LABOR FORCE 
‘Commuters (2011) 
i B ‘Commuters into town Wom 
Wate ‘Taichester 709 East Hampton 75 
Sc Tarwich "188 [Windham 72 
‘Asian Pacific 17 Educational attainment (2072) Lebanon’ 158 [Salem 70 
‘Native American 0 Persons age 25 or older Town %_State% East Haddam 117_[Grisword Eg 
‘Giheritali-race 267 Figh school graduate ESSE 2B 28% Frebron a7 
Hispanic 325 Associate's Degree 7.008 5% Pe 
Bachelor's or more 4185 ___38% 36% Labor Force (Residence) 3025 
HOUSING Employed 8,490 
‘Housing stock (2012) GOVERNMENT Unemployed 506 
Existing units (otal Baa ‘Government form sataciman Town Meeting Themployment Fate Ba 
Te single unit Toa “Total revenue 2072) SCPC 
‘New permits auth, (2072) 5 Per capita tax (2072) 32,106 Place of Work (2073) 
‘as % existing units wae as % of state average B16 fof units 356 
Damattons (2072) 0 Total expenditures (2072) ESSE4, 825 “Total Employment 3573 
Fosidential sales (2071) Wi TTotalindebiedness (2072) 575,905,000 ‘Manufacturing Employment 753 
‘Median price NA ‘as % of expenditures 29.8% 
er capita Ea TOP 5 GRAND LIST 
Tops Employers ‘a5 % of stale average. T5% ‘Tompany Tmount_% ot Net 
ES Aris & Crate & Factory “anual debt sence (O72) SOLES AEE ‘Country Place of Colchester S1OSM 0.8% 
super Stop & Shop a5 % of expenditures 61% ‘Connecticut Light and Power EM OB 
Caring Community Equalized net grand Tat (2070) $1,768 924,798 ‘S81 Colchester S8.1M___ 0.6% 
Flaringion Court per capita $110,255 White Oak Development S45M___ 0.4% 
“Bacon Reademy SCGOT 5% oT sTaTS aVOTAGE 78% ‘Genesis Health Ventures oF Boomer SMO 











‘Source: Connecticut Economic Resource Center, www.cerc.com 
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«Best Start-Up 





Consider nominating a deserving client, customer or vendor — or even your 
own venture — to be highlighted among this year’s Champions. 


The Business Champions Awards, produced through a partnership of the MetroHartford Alliance and Hartford Business 
Journal, celebrate privately held companies from throughout the Hartford Region. The Awards honor organizations that 
have demonstrated best practices and significant achievements. 


Last Chance To 
Nominate! 


To nominate, visit: 
HartfordBusiness.com/event/BizChamps 


‘Nominees and winners alike participate in the festivities of the annual Business Champions Awards Breakfast, which gathers 
‘more than 400 business owners and leaders each year to enjoy a champagne toast and original video segments that pay 
tribute to the winners. The Hartford Business Journal will also publish the Business Champions in print and online. 


HARTFORD BUSINESS JOURNAL 


INATION DEADLINE: APRIL 10, 2015 
Event PARTNERS: 
Oia pita eg 


April 6, 2015. Harrromo Busness Jounwa, 35) 


) MetRoxHaRTFORD 


ALLIANCE 


Presenten By: 





Presentinc Sponsor: Event Sponsors: 


@®) Webster COX — Q crantThomton 


Business? Aninstinet for growth 


SHIPMAN® 
GOODWIN. 








® Perfect 


LIVING UP TO You" 











www.HartfordBusiness.com 


OPINION 





EDITORIAL 


Legislative trust issues 
plague CT’s progress 


rust issues can imperil any relationship and create amajor roadblock to progress. 

Nowhere has that been on display more over the years than atthe state legislature. 

Alack of trust in state lawmakers’ ability to hold true to their promises has 

created an undercurrent of suspicion at the State Capitol that threatens to hold back 
Connecticut's ability to progress on many fronts. 

The latest example: Municipalities are raising a red flag to a proposal that would 
create a statewide mill rate for motor vehicles because they don't trust lawmakers to 
actually return the money to towns and cities. 

Local officials are right to be skeptical. For years, lawmakers have misappropriated 
fundsto help plug budget deficits, The most egregious transgression has been raiding Con- 
necticut's special transportation fund to pay for general expenses, which has led thestate 
toseverely underinvest in its public infrastructure, hurting our economic competitiveness. 

The statewide mill rate for motor vehicles is part of a broader legislative package 
that promotes regionalism. Regionalism is a concept the business community can get 
behind because its goal is to lower the cost of local government and property taxes, 

Yet, there will always be opposition to 





the state taking greater control of local tax . 
revenues and finances—even ifit's the best. > A lack of trust in state 
strategy to breakdown municipal fiefdoms, lawmaker’s ability to 
—because lawmakers have proven to be 
negligent stewards of appropriated funds. hold true to th 

The business community perhz has . 
the greatest angument for egicative mie, Promises has created 
‘mustafierfacingbrokenpromisesforyears. an undercurrent Of 

‘As part of his two-year spending aa 
plan, for example, Gov, Dannel P. Malloy SUSPicion at the State 





extended the corporation tax surcharge 


indefinitely —breakingapromisetosun- _Gpitol that threatens to 
setitaftertwoyears—amovethatosten- hal back Connecticut's 
sibly increases Connecticut's corporate 
taxratefrom 75percentto9percent(now bility to progress on 
one of the highest rates in the country). 

Malloy’s budget also places further many fronts. 


restrictions on company’s ability to use 
tax credits they've already earned. While 
Malloy refuses to call these moves tax increases, they are a slap in the face to busi- 
nesses that depend on stable rates and policies to adequately plan for the future. 
Butuncertaintyis what CT Inc. has cometo expect from state governmentthatseems 
unableto getits fiscal house in order, or consistently promote a business friendly climate. 
‘Such amindset isn't suitable in promoting long-term economic growth and opportunity. 
Regaining credibility in the minds of the electorate —particularly the business com- 
munity —won'tbe easy, but it can and must be done. If Connecticutis going to createa 
pro-growth environment, it will need key interest groups rowing inthe same direction. 
Thereissomepotential: Lawmakers, for example, are consideringa legislative proposal 
that would create a transportation lock box, requiring all money raised for infrastructure 
investments to be used for transportation only. Such a measure would make businesses 
more comfortable in paying a bit more — possibly through tolls or other revenue-raising 
maneuvers —to rebuild Connecticut's dilapidated roads, bridges, and highways. 
That's a good start, but it will take more than simple legislative fiat for lawmakers 
to regain credibility. Talk is cheaper than action. . 





Would you use a nonstop flight to Last week’s poll results: 
Dublin out of Bradley International? _In five years, where are you most 
likely to gamble? 


To vote, go online to HartfordBusiness.com. 


19.8% CT casinos 

5.8% Mass./N.Y. casinos 
19.8% CT off-track-betting parlor 
54.7% | don’t gamble 
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OTHER VOICES 


Statewide car tax isn’t 


reform but 


By Chris Powell 


hile they're calling it “reform,” as 
they usually do, Democrats in the 
General Assembly are lining up 

behind another plan 
toincrease taxesand 
thereby help relieve 
Governor Malloy of 
his campaign pledge 
last year not to doso. 
‘The idea has been 
around for years 
— transferring to 
state government the 
municipal property 
tax on motor vehicles 
80 that all vehicles 
are taxed at the same 
rate rather than at 
rates that vary wildly 
among —municipali- 
ties. But municipali- 
ties would not nec- 





> Money from 


municipalities with 
largely self-sufficient 


status quo 


requirements on them ina somewhat misguided 
pursuit of equalizing educational opportunity, 
school spending having little effect on educa- 
tion, as educational results correlate mainly 
with parental involvement with children, 

Ifit's unfair for the same car to be taxed 
at different rates in different municipalities, 
it’s no fairer for similar residential or busi- 
ness properties to be taxed at different rates 
as well, especially since municipalities spend 
most of their property tax revenue on educa- 
tion, what with school systems supposed to 
be largely equal throughout the state, even 
thoughtheynever can be largely equal as long 
as their students are not. 

IfConnecticut really believed this equality 
stuff, it would have a single statewide prop- 
erty tax rate (ifithad 
aproperty taxatall); 
state government, 
not municipal gov- 
ernment, would run 
all public schools, 
as in Hawaii; all 


essarily recover ite populations would be peace Aneel 
cars domiciled within transferred to facilities and provide 


them. Instead state 
government would 


municipalities with 


the same services, 
with no omissions 


send the money back or extras permitted; 
to municipalities on and municipal gov- 
the bass of whats — (@rgely dependent ernment would stick 
considered theirneed. i to local roads main- 

That is, money populations. tenance and senior 


from municipalities 
with largely self-sufficient populations would 
be transferred to municipalities with largely 
dependent populations. 

Predictably enough, the bill has been 
proposed by state Senate President Pro Tem 
Martin Looney, Democrat from ever-impover- 
ished New Haven, while Sen. L. Scott Frantz, 
Republican from exclusive Greenwich, and 
Rep. Sam Belsito, Republican from almost- 
as-exclusive Tolland, denounce it as redistri- 
bution of wealth and socialism. 

But of course all government is to some 
extent redistributive and socialistic, taking 
money from people through taxes and giv- 
ing it to others, for good or ill. So unless the 
Republicans want social Darwinsim, their 
objection is silly, and sillier still because tax 
disparities like those arising from the prop- 
erty tax on cars are fairly questioned and 
because redistributing the car tax money will 
only make things worse. 

‘The biggerissue here is howmuch autonomy 
and responsibility municipal government is to 
have. This issue has been addressed repeat- 
edly for years in public education as state gov- 
ernment has increased its subsidies to munici- 


| warrrorpausinesscompou. | EEE 


citizen centers, at 
east until those things also were discovered 
to be constitutional rights. 

But fairness is not what Looney’s legisla- 
tion is really about. 

Rather its objective is the same old Con- 
necticut Democratic objective — simply to 
raise taxes in self-supporting middle- and 
upper-classtowns, which have populations still 
somewhat capable of holding municipal gov- 
ernment to account, disproportionately towns 
with Republican administrations, and to trans- 
fer the money to cities whose populations are 
impoverished, dependent on welfare stipends, 
and indifferent to civic responsibility. That is, 
totransferthe money to cities with Democratic 
administrations, laden with political patronage, 
incompetence, and corruption; cities that, like 
Hartford, can find tens of millions of dollars to 
buildaminorJeague baseball stadium butnotto 
‘keep school buildings in ordinary repair; cities 
where policy for decades has been notto allevi- 
ate poverty butperpetuate its lucrative busi- 
ness for a sanctimonious elit. 

That'sno “reform.” It's the status quo. i 





Chris Powell is managing editor of the 
Journal Inquirer in Manchester. 





Send Us Your Letters 


‘The Hartford Business Journal welcomes letters to 
the editor and guest commentaries for our opinion 


pages. Electronic submissions are preferred and 
welcome at: editor@HartfordBusiness.com. 
Oryou may fax submissions to Editor, Hartford 

Business Journal, at (860) 570-2493, 





‘www.HartfordBusiness.com 





THE RAINMAKER 


Leading a relationship-focused sales team 


Editor's Note: This is the third in the three 
part series on building a great sales team. 


By Ken Cook 
| about who shouldbe ona great salesteam, 
and how those salespeople interact with 
customers. In short, 
build a team with 
people predisposed 
to building relation- 
shipsand trust. Then, 
let them relate to 
Clevel executives in 
‘the manner in which 
they buy. First, trust 
needs to be estab- 
lished. With trust, an 
executive can then 
hear a business case 
for asolution, the benefits of the solution, and 
how the solution works. 

Leading this type of team is a function of 
focus and accountability. Focus on relation- 
ships. Hold people accountable for the activi- 
ties that strengthen relationships and open 
up opportunities for revenue. 

To illustrate, let's consider the weekly 
sales meeting that happens invirtually every 


nthe firsttwo parts of this series we talked 





company and office. The discussions are usu- 
ally dominated by project reviews, status 
updates, project forecasts, proposal status, 
projected revenue, projected close dates, bi 
able hours, or whatever metric the firm uses 
tomeasure success. 

All of this information is important and 
valuable. After all, nothing happens until 
someone sells something, and in order to 
effectively and efficiently run a business, 
leadership needs to know what is being sold; 
what, how much, when and to whom. 

When leading relationship focused sales 
teamthough, consider adding one additional 
element to the mix —the relationships. 

‘The typical sales by numbers approach 
exhibited in most sales team meetings and 
reviews is a means of managing your busi- 
ness and transactions in order to grow the 
business. By adding relationships to the mix 
you shift the focus to the relationships that 
will grow your business. When you do this, 
the sales opportunities follow. 

Incorporating relationships doesnotmean 
loosening or abandoning accountability. Rela- 
tionships are typically considered a “soft” ele- 
mentthat defies ways to measure them. Coun- 
ter that perception. In the next sales meeting 
ask the following: 

*Tell me about your relationship with 





> Stop managing transactions in order to grow the business. 
Manage relationships that will grow your business. 


Harry. How strong is the relationship? How 
would yourate the level of trust and openness 
Harry has with you on ascale of 1-5? 

Tell me about the other relationships you 
have in Harry's company? Who are they 
with? How strong are they? 

* Who do youwantto meetin order to find 
opportunities for new business? 

© Why are they at the top of your priority ist 
interms fnew prospects and connections? 

* How willyouconnect with them? Isthere 
a.warm introduction source available? 

Assess and discuss the strength and impor- 

tance of each relationship across several con- 
stituency groups, including existing customers, 
desired customers, connectors, andinfiuencers, 

Discuss specific plans for each relation- 

ship. What activities will take place that fur- 
ther the relationship? What acts of generosity 
can be done that reflect an understanding of 
the other person's situation, and offers some- 
thing that can help, regardless of source? 

Then, incorporate the opportunities. What 

are the client and desired client situations 
where our products and services make sense? 


‘Why dowe make sense asa good solution? 

‘What steps will take place in order to work 
with the client or prospect in developing the 
solution in a collaborative manner? The goal 
isto enhancethetrust and strength ofthe rela- 
tionship by having the client work with youin 
developing the ideal or optimal solution. Inthis 
way they'vealready boughtthe answerinstead 
of having to be sold the answer. 

Asbusiness leaders, show the way regard- 
ing connecting and building relationships. 
‘Stop managing transactionsin order to grow 
the business. Manage relationships that will 
grow your business, 

‘Who you knows the precursorto success. 
How you deal with others paves the road to 
success. If you focus on building your rela- 
tionships, and treat it as a top priority, suc- 
cess will follow. . 


Ken Cook is the co-founder of How to Who and 
co-author of How to WHO: Selling Personified, 
@ book and program on building business 
through relationships. Learn more at www. 
howtowho.com. 





Social media doesn’t build marketing strategies 


Jim Pawlak 


13 Mis Above the Noise: 
Achieve Strategic Advantage 
with Marketing That Mat- 

ters” by Linda J. Popky (Bibliomotion, 

$27.95). 

Popky believes that measuring market- 
ing’ effectivenessin terms of followers, clicks 
‘shares? and ‘likes’ does not mean business 
success. She points out that 
social mediaisn'tastrategy; 
it’s one of many marketing’s 
‘communication tactics. 

Marketingstrategy dove- 
tails froma “business strate- 
gy that effectively anticipates 
customer, market, technology 
and business needs” Strong 
brands are built by: 1. Under- 
standing who your customers 
are, ‘what-they need, want and 
desire, and how you can help 
them’, 2. Providing a high-qual- 
ity productiservice that custom- 
ers can always count on. 

Brand-building feeds from conversa- 
tions, content and community. Let's look at 
these: Conversations — The Web allows us 
to converse with customers real-time; so 
does point-of sale. The object of such con- 
versation shouldn't be telling the customer 
about the product. You need to ask ques- 
tions that will allow you to evaluate your 
product from a customer's perspective. 

Most businesses think of content as infor- 
mation the customer needs to know about 
products. What about content that helps 
customers (particularly B2B customers) 
indirectly? Popky cites American Express's 
OPEN Network (americanexpress.com/ 











us/small-business/business- 
resources/) as an example, It 
provides small business owners 
with information (eg. getting 
customer, planning for growth, 
managing money, building 
your team, etc) they can use 
to build their business. 
Communities are online 
gathering places where 
people exchange infor- 
mation. They don't exist 
because companies want 
them. Communities form 
because “like-minded individuals 
come together of their own accord.” While 
they're outside the business system, busi- 
ness participation can help deepen the 
understanding of the customer base and 
communicate the value brought to the 
customer, 
Immutable marketing truth: “Define the 
core message and create the brand assets.” 
“Your Self-Sabotage Survival Guide— 
How to Go from Why Me? To Why Not?” 
by Karen Berg (Career Press, $15.99). 
‘Berg's coaching experience has shown 
her that many people in business feel they 
“are working harder and harder and still 


> Marketing strategy dovetails from a business 
strategy that effectively anticipates customer, 
market, technology and business needs. 


getting nowhere.” When they don't see 
progress, their attitude shifts from positive 
to “itis what itis” Acceptance of their situ- 
ation means they settle for doing an okay 
job, not a great one. The result: Negative 
thinking, lack of focus, risk aversion and 
procrastination, which lead to even less 
progress. Their self-sabotage, career death 
spiral perpetuates itself, 

How do you climb out of the hole you've 
dug? SPARC — “Strategy, Purpose, Analy- 
sis, Rehearsal, Commitment.” Together 
they bring focusto your self and your work. 

Strategy involves drilling down to what's 
important — now and down the line. Berg 
advises making a list of five 
different elements of your life 
requiring attention. For clar- 
ity, each of your five elements 
should have three reasons 
that make these elements 
important. 

With your perspective on 
importance, you can identify 
paths, Purpose and analysis 
helps you evaluate alterna- 
tives, determine approaches, 
setpriorities and createa list 
of make-it-happen actions, 

Rehearsal requires 









KAREN aeng 


reviewing your paths and identifying obsta- 
cles (eg. people, resources, knowledge, 
deadlines, etc.). It helps you flesh out the 
things that must be done to move you from 
‘where you are to where you want to be. 

Great actors don't rehearse to simply 
learn their lines. They rehearse to bring 
their character to life. By immersing them- 
selves in the nuances of the character, they 
committo becomingthe character. Without 
commitment, plans will fail. 

How doyouimplementSPARC? Surround 
yourself with role models who help bring out 
the best in you. Berg calls them SPARC bud- 
dies because they'll spark thinking, adapta- 

tion and execution. Think of them 
as sounding boards, not 
cheerleaders. They won't tell 
you what you want to hear; 
they'll tell you what you need 
to know to move forward. 
Theynot only help youset your 
course, they also help you keep 
on course and stay the course. 

‘The bottom line: If you want 
toincrease your momentum, get 
out of your way. . 


Jim Pawlak is a nationally 
syndicated book reviewer. 
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OF NOTE 


UNITED TECHNOLOGIES PHYSICIST NAMED 
FELLOW OF AMERICAN PHYSICAL SOCIETY 


Joseph Mantese, research fellow, phys- 
ical sciences at United Technologies 
Research Center, the research and 
innovation arm of United Technologies 
‘Corp., was inducted as a fellow into the 
‘American Physical Society. 
~ == | -ALUTRC, Mantese works in fields 
p relating to electronic materials, sen- 
PF sors and actuators. His induction as 
Joseph Mantese an APS fellow will enable him to stay 
connected with the external commu- 
nity more effectively, maintain beneficial relationships and stay 
abreast of state-of-the-art technological advancements. 





WEBSTER INVESTMENT SERVICES 
PRESIDENT EARNS PRESTIGIOUS AWARD 


‘Tom Howe, executive vice president of 
Webster Bank and president of 
Webster Investment Services, has 
received the Bank insurance & 
Securities Association's “Circle of 
Excellence Award.” 

The award recognizes program execu- 
tives with a minimum of 20 years of 
experience for their personal success 
and unselfish contribution tothe industry. 


QUINNIPIAC'S NICOLE LAMBUSTA TO SERVE 
ON NATIONAL HUMAN RESOURCES PANEL 


Nicole Lambusta, a human resources business partner at 
‘Quinnipiac University, was selected to serve on a Society for 
Human Resource Management (SHRM) panel that sets standards 
for the organization's certified professionals, 

Lambusta was chosen to serve onthe panel from a group of more 
‘than 260 human resources professionals, educators and business 
pariners, She was recognized for sharing expertise asthe organiza- 
tion refined its exams for SHRM's new certifications. The panel helped 
SHRM establish key test characteristics and validate the passing 
score for tet forms. 





VERNON NURSERY/LANDSCAPER 
WINS NATIONAL RECOGNITION 


Vernon's The Garden Bam Nursery & Landscaping was named 
‘one of Today's “Garden Center” magazine's Revolutionary 100 
Garden Centers for 2015. 

This is Garden Barns second year on this lst. The Revolutionary 


100 program surveys garden center owners and managers on how 
their businesses are run. 


The Garden Bam has been serving Tolland County for 35 years, 
providing plants, service and information, 


U.S. NEWS RECOGNIZES BLOOMFIELD HEALTH 
CENTER AS ONE OF THE NATION'S BEST 


Duncasters Caleb Hitchcock Health Genter in Bloomfield has been 
named as one ofthe top skilled nursing centers in America by 

USS. News and World Report. U.S. News awards the “Best” designa- 
tion to centers that eamed an overall rating of five stars in Jan. 2015. 


‘To eam all five stars, a health center must achieve perfect five-star 


ratings in each of three rating categories: health inspections, nurse 
staffing and quaity of care. 


Please Note: Al electronic submissions for Accolades should be 
sent to accolades@HartfordBusiness.com. For more information 
about the Hartford Business Journal's Accolades Page, please visit 
‘www.HartfordBusiness.com. 


‘38 Hastrono Buswess Journ. © April 6, 2015 





A 


D> Disabled American Veterans, Hardware City Chapter 8 (New Britain) Commander Ron Pelletier recently visited with Farmington Bank 
Chairman, President and CEO John Patrick to offer thanks for the bank's ongoing support of veterans and its role as presenting sponsor of the 
Golden Kielbasa Veterans Open charity golf tournament. The event, which has raised more than $40,000 for Connecticut veterans’ 
‘causes in the past four years, takes place this year on Oct. 1 at Tunis Plantation. Pictured, from left, are: Ron Pelletier, commander, Disabled 
‘American Veterans; and John Patrick, president and CEO, Farmington Bank. 





BERKSHIRE NEW ENGLAND CELEBRATES ITS TOP PRODUCERS 
Es 
BERKSHIRE 


HomeServices 


‘New England 
Properties 


during a breakfast event at the Aqua Turf Club in the Plantsvlle section of Southington. Special guests included Gino Blefari, CEO of HSF 
Affliates and G.W. Bailey, executive director ofthe Sunshine Kids. The 17th annual awards celebration honored associates from 50 different 
offices across New England. Awards were given to agents based on their 2014 national standings by HSF Affliates. The company also 
recognized employees and sales executives who have demonstrated extraordinary customer service. Pictured are Shella Tinn-Murphy from 
the Madison ofice, wth Gino Blefari and Candace Adams. 






ROBINSON+COLE GOES RED TO SUPPORT WOMEN’S HEART HEALTH 





— teartord aw fr 
Robinson+Cole participated in 
‘National Wear Red Day to 
raise funds to fight 
cardiovascular disease. By 
donating $5 or more and 
‘wearing piece of red clothing 
‘or an accessory, those who 
‘took part could also wear jeans 
that day The firm raised total 
‘of $900 for the American 
‘Heart Association from Wear 
Red Day across the firm's 
offices. The American Heart 
Association launched Go Red 
for Women in 2003 to save 
lives and to raise awareness of 
heart disease in women. 
Pictured are members of the 
Hartford office participating in 
National Wear Red Day. 


www.HartfordBusiness.com 






CONNECTICUT 






The Perfect Blend 


My News, Weather & Traffic 
All ln One App! 


zs 





4, Download on the 
@ App Store 
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“| learned to always 

take on things 

I'd never done before. 

Growth and comfort 
do not coexist.” 


— Virginia Rometty (CEO of IBM) 





Congratulations to 
the 2015 Women 
in Business. 


As a woman-owned business, 
ACT Group is proud 
to join in recognizing this 
year’s honorees. 


aN ACT CT's Expert Resource for Equipment, Services and Support 


GROUP Jac AC 


Bact Bact Aact Aact 
An AdvancedCOPY Technologies Inc. Company BID ENUIPMENT AND SERVICES DOCUMENT SOLUTIONS: MPSIASSET MANAGEMENT OFFICE EQUIPMENT. CUSTOMER SUPPORT 


Certified Woman-Owned 


www.GoACTGroup.com 1.800.548.9929 





Nationally Recognized as 
2013 Award Winner . Elite Dealer of the Year by 
For Innovation 20 Commerce Drive, Cromwell, CT 06416 Imaging Channel 
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